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TO THE AMERICAN PEOPLE: 


Your sons, husbands and brothers who are stand- 
ing today upon the battlefronts are fighting 
for more than victory in war. They are fight- 
ing for a new world of freedom and peace. 


We, upon whom has been placed the responsibil- 
ity of leading the American forces, appeal to 
you with all possible earnestness to invest in 
War Bonds to the fullest extent of your 
capacity. 





Give us not only the needed implements of war, he 
but the assurance and backing of a united 7 
people so necessary to hasten the victory and ye | 
* es { 
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As farmers are keenly interested in any new N. ¢ 
method that saves time and labor, be sure to Cy 
show them how "gravity refueling” speeds-up (Ina 
work and cuts-down manual efforc. In this way comn 
you'll secure not only their gratitude, but their Wo 
business, as well. Then, to service elevated fuel Inc., 
tanks on rural routes, convert your present tank - : . 
trucks to automatic delivery equipment, by in- oO 
stalling a Brodie QUANTROL Meter in com- ig 
bination with a pump. To get full details, write “sa C 
for Rural Bulletin No. 200, today. | sae 
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BRODIE METERS ——. 


EQUIPPED WITH ? fos of of Sf 


BRODIMATIC none 
QUANTROL 


(Automatic Quantity Control) 
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With the Brodie Quantrol an operator merely sets the meter 












































for the desired number of gallons to be delivered. When this He wi 
point is reached the meter automatically shuts-off — regardless vision 
of where the operator may be. Over-filling, spillage, losses a. 
and errors are thereby eliminated. a 
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Names in the News 


Commander John J. Bergen, USNR, 
(Inactive), chairman of the executive 
committee of Gar 
W ood Industries, 
Inc., Detroit, has 
also been elected 
chairman of the 
board of directors, it 
has been announced 
by Glen A. Bassett, 
president. Com- 
mander Bergen also 





was named chairman 
of St. Paul Hydraulic Hoist Co., a sub- 
sidiary. He is president of the investment 
banking firm of John J. Bergen & Co., 
New York; chairman of the executive 
committee of United Aircraft Products, 
Inc., and a director of Blair & Co. 


Edward P. Fahey has been chosen divi- 
sion manager for 
York - Shipley, Inc., 
York, Pa. Mr. Fahey 
has a varied and suc- 
cessful background 
of experience in the 
heating and plumb 
ing industries, and 
was a pioneer in- the 
oilburning field hav- 

; ing started in 1911. 
He will be employed in the Industrial Di- 
vision of York-Heat. 





Frederick W. Stierhoff has returned to 
Harvey-Whipple, Inc., as service engi- 
neer on special as- 
signments in the 
New England area. 
Mr. Stierhoff is well- 
known to the auto- 
matic heating trade 
throughout the east- 
ern seaboard section, 
having been  asso- 
cated with oilburn- 
er manufacturers in that section since 
1930. Previously, he was field supervisor 
for the Shell Eastern Petroleum Co. 
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AOU TO HANDLE. 


HEAT GENERATION | 
FOR RADIANT PANEL | 


SYSTEMS 





J. H. Hirsch, president of the Auto- 
matic Burner Corp., Chicago, died May 
7, of a heart ailment which had made him 
ill for some time. He was 68 years old, 
and had taken part in the management of 
the company almost until the day of his 
death. Mr. Hirsch became associated with 
ABC in 1923, and has been president 
since he acquired an interest in the com- 
pany. For years he was principally en- 
gaged in the paint business, later retiring 
to devote full time to oilheating. 


C. A. Olsen, president of the C. A. 
Olsen Mfg. Co., Elyria, Ohio and presi- 
dent of Henry Furnace Co., Medina, Ohio 
and Bruce T. Cunningham, sales execu- 
tive of Research Products Corp., Madi- 
son, Wis., have been elected directors on 


| the governing board of Indoor Climate 


Institute. 


C. H. Foulds, former sales manager, 
Furnace Division of Perfection Stove Co., 
Inc., Cleveland, has recently been ap- 
pointed general sales manager. 


Frank R. Brophy recently has been ap- 
pointed advertising and sales promotion 


| manager for Burnham Boiler Corp., Ir- 


Current interest in Radiant 
Panel heating systems na- 
turally has centered on as- 
pects of heat distribution. 


While generation problems 
are less radical, there are 
some interesting points with 
which the architect, engineer, 
and contractor should be 
familiar. 


How to handle heat genera- 
tion for Radiant Heating 
Systems may help you in this 
connection. A copy will gladly 
be sent you upon request. 


H.B. 

— mith 
CAST-IRON BOILERS 
MAIL THE COUPON BELOW 





The H. B. Smith Co., Inc. 
57 Main St., Westfield, Mass. 


Please send your folder on Genera- 
tion Aspects of Radiant Heating to: 











vington, N. Y. For the past seven years 
Mr. Brophy has been actively engaged in 
sales and sales promotion work for this 
Corporation. 


J. D. Adler, formerly of Holmes Oil 
Co., Inc., Newark, and Richard Freeman, 
formerly with Perkoff & Forman, Inc., 
Newark, have formed a new fueloil dis- 
tribution firm, Eagle Oil Co., at 14 Ferdon 
St., Newark. The Company also sells 
burners and burner service. 


Oscar E. Swanson has been made ser- 
vice manager of the Evanair Division of 
the Evans Products 
Co., Detroit. Mr. 


Swanson has been 


Co. for the past two 
years in charge of its 
Detroit service head- 
quarters. A program 
of service schools is 
to be held soon in 
key distributing 
points in the U. S. and Canada. Robert 
F. Hawkins will be assistant service man- 
ager and directly supervise the service 
crews in the field. 





Bernhardt J. Ottmanns died on April 
9. Mr. Ottmanns for many years was con- 


with Evans Products ' 


nected with Hart Oil Burner Co., Peoria, 
Ill. and later with National Air Oil Co., 
Philadelphia. At the time of his death, he 
was senior inspector of naval material for 
the Government in Philadelphia. 


Edward F. Hackett has been appointed 
branch manager of the New York sales 
office of The Pacific Steel Boiler Division, 
U. S. Radiator Corp. Mr. Hackett has 
been employed by the Corporation since 
his graduation from Clarkson College of 
Technology. He was previously connected 
with their New York, Albany, and Har 


rison, N. J. offices. 


P. M. Hutchins has been appointed 
manager of advertising and sales promo 
tion for National 
Radiator Company, 
President R. S. 
Waters has an 
nounced. Formerly 
advertising director 
of three daily news 
papers in Georgia, 
Mr. Hutchins has 
been associated from 
1932 to 1944 with 
the Pittsburgh Sun-Telegraph, in recent 
years as general promotion manager. He 





already has assumed his new position, 
with headquarters at Johnstown, Pa. 


L. C. Hart, vice-president of Johns- 
Manville Sales Corp., New York, has 
been elected president of the Producers’ 
Council, national organization of manu: 
facturers of building materials and equip: 
ment. 


Arthur J. Duemler has been appointed 
a direct factory representative for the St. 
Louis area for H. A. Thrush & Co., Peru, 
Ind. Mr. Duemler has had many years’ 
experience in the automatic heating field 
in that area. 


Frank J. Brandenburg has joined Fluid 
Heat Division, Anchor Post Fence Co., 
Baltimore, as a member of the develop 
ment staff. C. N. Eckhardt, Jr., a 1944 
engineering graduate from the University 
of Maryland, has jointed Fluid Heat as a 
laboratory assistant. 


Arthur Hanson of Waterfilm Boilers, 
Inc., Jersey City, N. J., was presented 
with a placque from the plumbers orgatv 
izations of New York as a memorial to his 
son, Arthur, Jr., who was killed in action 
in Germany in March. 
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CHECK these EXTRA VALUES 


EMERSON-ELECTRIC 
MOTORS 








RELIABILITY... 


Time-tested 


D4 Yo" 





COMPLETE LINE... 
Sizes 1/200th to 5 H.P. 


oon. App 





ENGINEERING SERVICE... 


Design— Development 


Comp ation plete wih 
Coop anus 





TRADE ACCEPTANCE... 


Sales value in name 


ben 1 yeished 





NATIONAL ADVERTISING.. 


Consumer Acceptance 
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These are values you can't SEE 
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in ELECTRIC MOTORS 


A motor has two jobs—it must power your product and 
protect your future market. That’s why it pays to look back 
of the motor for the extra values that go beyond the physical 
appearance.... Five hidden values back of Emerson-Electric 
Motors are tabulated above. Check them carefully—because 
no matter how good your product may be, it is finally no 


better than the motor that drives it. 


COMPLETE LINE-—Sizes 1/250 to 5 H. P.... Particularly 
valuable to manufacturers producing motor-driven equipment 
of varying types, sizes and capacities is the wide choice of 
motors offered by Emerson-Electric, for practically all classes 


of domestic and commercial appliance drives. 


INVESTIGATE the extra values back of Emerson-Electric 


Motors. Give your products this extra sales value. 


THE EMERSON ELECTRIC MANUFACTURING CO. e ST. LOUIS 3, MO. 


Branches: New York * Chicago ¢ Detroit * Los Angeles * Davenport 


MOTORS: 


tue/oil 
é ofl heat 


FAN S anc: 


eee 








3 


ad 
ee 

















Emerson-Electric split-phase 
motors are built in sizes from 
1/20 H. P. to 1/4 H. P.,for oper- 
ating conditions requiring low- 
starting-current characteristics, 


Emerson-Electric type IR induc- 
tion-repulsion motors are built 
in sizes from 34 H. P. to 5 H. P. 

hey possess high-starting- 
torque characteristics that are 
particularly adaptable to com- 
mercial drives where an impor- 
tant requirement is the ability 
to start heavy loads. 


Emerson-Electric manufactures 
a complete line of motors in 
single-phase, polyphase and 
direct-current types, in sizes up 
to'5 H. P. 


APPLIANCES 





















FACTORY SHIPMENTS ,in Thousands of | 
Domestic Oilburners & Units ry] 
Domestic Stokers —— — 
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Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 104 reporting to 
Census Bureau, FurLoi. & Or_ Heat's estimates of shipments are: 












MARCH ——————THREE MONTHS 
Percent Percent 
1945 1944 Change 1945 1944 Change 
Conversion 5,531 . 916 + 120:0 13,569 8,202 + (69.4 
Boiler units 1,003 eran “209.2 yy i? 867 “1 ESOS) 
Furnace units 617 677 — 8.8 1,831 1,123 + 463.0 
All domestic 7,151 S507 + 103.2 17,972 10,192 + 76.4 
Commercial 3,164 3,268 — 3.2 10,299 9,186 aa age! 
Total 10,315 6,785 + 722 28,271 19,378 + 45.8 
w0 100 
Stocks OF DoMESTIC OILBURNERS AND UNITS 90 
90 (in Thousands) End of Month Shown 
80 Factory Stocks 80 
10 Dealer Stocks ---- 10 
60 60 
50 50 
40 40 
30 30 
20 20 
10 = 10 
0 0 
JUN SEP DEC APR AUG DEC APR AUG DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1942 1943 | 1945 
April Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $373 $195 $800 $645 $395 
Lowest 200 165 400 425 265 
Apr. Aver. 266 177 510 483 357 
Mar. Aver. 264 173 499 468 331 
*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more, for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
April 114.6 Six monthsago 113.9 April 113.1 Six monthsago 114.0 
March 116.1 Yearago 109.2 March 112.4 Yearago 111.8 
300 300 
275 INDEX OF BURNER PERMITS in 43 Cities ——— = 
525 (Average of 1936-7-8= 100) 
INDEX OF New HOME PERMITS in 35 Cities--—- 200 
a (Average of 1936-7-8 = 100) 75 
50 Both indexes adjusted for seasonal variation 150 
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100 


125 


15 75 


50 


25 25 
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Oilheating Trends 


DOMESTIC OILBURNER AND unit installa. 
tions in April are estimated at 2,714, com 
pared with 1,112 in the same month a year 
ago. Totals for the first three months were 
22,339 this year and 12,759 last year. 
April installations of reporting dealers 
were divided: 64% conversion burners, 
24% boiler-burner units and 12% fur 
nace-burner units. This further empha: 
sizes the swing to units due to inability tc 
get conversion burners. 

BURNER STOCKS: Burner stocks in deal- 
er hands on May 1 are estimated at 9,200, 
about 2,000 higher than the previous 
month. This is the second monthly gain 
in dealer stocks, although the number is 
still trivial compared to the 38,000 they 
had in June 1942, the first month after 
L-74 had stopped burner production 
Factory stocks of domestic burners and 
units on March 31 were 7,157, compared 
with 7,684 on February 28 and 8,522 on 
January 31. Only 13% of reporting deal- 
ers had no burners on hand this month, 
compared with 20% the month previous 
and 28% two months ago. 

SERVICE INCOME: April service depart- 
ment income of reporting dealers averaged 
$3,294, a sharp upswing from $1,987 for 
the same dealers a year ago. March income 
was $2,519 and February $2,434. 

PRE-SELLING BURNERS: In the March 
issue of FUELOIL & Or HEAT was a story 
about two Baltimore dealers who were 
taking orders for burners to be installed 
at such time as regulations are relaxed. 
All reporting dealers were asked this 
month if they have tried it, and returns 
show that 42% have made some such 
sales, about equally divided between large 
and small dealers. One dealer with only 
400 service customers has 25 such orders 
for burners. 


Of all dealers reporting such sales. 46% | 


get signed orders with stated prices: the 
other 54% of this group issues a priority 
certificate without any definite price. 
These priority certificates are nearly as 
good as actual orders, as proven by one 
dealer who has 250 of them—he sent his 
fueloil salesmen around to interview each 
priority holder and found that five cut of 
six were willing to sign the order now i 
the price could be determined. Based upon 
the reports received it is apparent that 
oilheating dealers nationwide have pre’ 
sold some 15 to 20 thousand burners to be | 
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installed when restrictions are off. This 


ig not an impressive total, but is perhaps 
just the start of an activity that may be- 
come widespread. Only one-sixth of the 
dealers who are taking these orders have 
done any advertising to get them . . . but 
they sold 71% of the total number sold 
by the whole group, showing clearly that 
people are willing to make these commit- 
ments if asked todoso. 

RATION HARDSHIP: Weighted averages 
f all reporting dealers show that 20.4% 
of their customers got extra oil this season 
mn appeals to boards up to May 1. The 
same group reported 7% on January 15 
and 14.6% on February 5, showing that 
the expected end-of-season rush for extra 
il did not materialize, due to the mild 
spring in most areas. Dealers expect, how- 


lever, that about one-seventh of their cus- 


a 


tomers will be asking for additional oil for 
summer hot water. 

TAKING OIL CONTRACTS: During the 
past month there has been a marked drop 
in dealers’ intentions to go after oil con- 
tracts this season. In New England, for 
example, a month ago 14% said they 
would ask for contracts; this month 11%. 
Middle Atlantic comparisons are: last 
month 20%, this month 15%. Middle 
West: last month 80%, this month 64%. 


I Pacific Northwest, none either month. 
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OIL SUPPLY OPINIONS: Consumers 
»pinions on future oil supply have much 
to do with how they handle their rations, 
how much they try to conserve. In most 
instances they form their opinions from 
what their dealers say. Thus, to the ex- 
tent that future oil supply can be known 
by Washington, it is particularly impor- 
tant to convince dealers of the facts. 
Fueloil distributors were asked this month 
how they believe oil supply next season 
will compare with the season just ending. 
Returns show 41% believing it will be 
more plentiful, 3% less plentiful, 56% 
about the same. 


DEALER COMMENTS: Typical dealer 
comments on the various questions of the 
month are .. . “There has never been an 
oil shortage in Nebraska, no need for ra- 
tioning at all; 50% of the Nation’s oil is 
inour back yard and 3% of its coal; we're 
carrying over a half million gallons of oil 
this season, but haven't had 100 tons of 
coal in our yard since December” . 
“Don’t see how future burner sales can 
sensibly be made, not knowing material 
and labor costs” . . . “More burner instal- 


Oilburner* and Building Permits 


OILBURNERS—————_ ~ DWELLINGS———_—_— 
April 4 MONTHS April 4 MONTHS 
1945 1944 1945 1944 1945 1944 1945 1944 
0 Albany, New York vp a “e da 
ie as Baltimore, Maryland 27 0 28 0 
eh -e Binghamton, New York 0 1 0 1 
36 22 ae ap Boston, Massachusetts 0 0 0 0 
12 4 48 25 Bridgeport, Conn. Es ye = 
cy Bes we Buffalo, New York 9 13 oe 41 
Af Re: Des Moines, Iowa 3 1 3 1 
14 + a 80 Detroit, Michigan 86 282 1371 
5 3 14 6 Elizabeth, N. J. 0 0 0 
l 5 21 23 Freeport, New York Se: aie xe a 
2 oe ye Greenwich, Conn. 0 0 1 0 
ae vs Hackensack, N. J. 2 0 2 0 
4 l 29 Ss Hartford, Conn: ae he a a 
3 0 12 1 Irvington, N. J. 0 0 0 0 
af és ae big Lynn, Massachusetts 0 0 0 0 
2 5 be 11 Milwaukee, Wisc. 11 2 ae 5 
12 47 66 62 Minneapolis, Minn. 57 1 103 1 
1 2 11 12 Montclair, N. J. a wk a os 
F ‘ aa . Morristown, N. J. 0 0 0 0 
23 a eS ot Newark, New Jersey ba ak 
a7 0 105 41 New Bedford, Mass. 
2 0 14 2 New Haven, Conn. eS 
0 0 a 0 New Orleans, La. a ee a ny 
11 0 70 a New Rochelle, N. Y. 0 0 0 0 
89 16 = 32 Manhattan, Bronx, Rchd ve a ie Me 
l 4 + 8 Norfolk, Virginia 3 2 F 3 
0 0 1 1 Oakland, Calif. Re mp a a 
5 3 32 45 Omaha, Nebraska 27 12 83 196 
0 0 1 0 Orange, New Jersey 0 0 0 0 
8 0 17 5 Paterson, N. J. 0 1 a 1 
~ ‘ ns Plainfield, N. J. 0 0 0 7 
1 1 19 11 Portland, Maine 0 0 ue 0 
ib 24 147 42 Portland, Oregon 20 74 66 282 
3 29 Providence, R. I. 0 0 0 0 
Pst i <% Reading, Penna. 0 0 0 0 
1 0 ] 0 Richmond, Virginia 129 0 252 0 
2 0 8 0 Rochester, N. Y. oe ae “ig? as 
8 3 12 11 Rockville Center, N. Y. 0 0 0 0 
2 0 8 0 Salem, Massachusetts 0 0 0 0 
6 3 39 22 St. Louis, Missouri 0 0 + 0 
9 1 43 16 St. Paul, Minnesota 32 0 fe 0 
3 4 14 9 Schenectady, N. Y. an “A a ee 
<a ny as Seattle, Washington 161 152 427 482 
ov : ? ; Springfield, Mass. 3 5 3 6 
0 5 39 9 Stamford, Conn. as of a oe 
: : Syracuse, New York 17 21 23 21 
Trenton, New Jersey 0 0 3 0 
rai as wr ard Utica, New York 0 0 1 0 
19 11 103 37 Washington, D. C. se * oe ds 
ee sa “Se West Orange, N. J. 0 0 0 0 
4 1 20 9 White Plains, N. Y. 0 0 0 0 
1 0 6 3 Wilmington, Delaware 0 0 0 0 
29 8 84 35 Worcester, Mass. ee “ a ate 
401 180 868 427 Totals 587 567 995 997 
+122.9 +103.2 Percent Change +3.5 —0.2 





*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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lations should definitely be allowed to ease 
the coal shortage” . . . “Customers should 
be convinced that oil will be scarce until 
end of Jap war”... “We are holding our 
customers and getting new ones without 
contracts, which never meant anything 
anyway if the customer wanted to 
change”. . . “While there are many burn- 
ers available without Underwriters label 


_and nameplates at $125 to $140 with con- 


trols, labeled burners are almost non- 
existent in our market, because of ceiling 
prices” . . . “Looks like general price 
weakening, guess the top prices are over” 


tueloil 
é of/ heat 


... With the European war over, we 
feel that refiners will be able to make 
enough fueloil for both the Pacific war 
and civilians by December or January.” 

STOKERS: March shipments of Classes 
1 and 2 (domestic and small commercial) 
stokers were 6,430, of which 261 were for 
anthracite and 6,169 for bituminous coal. 
This compares with 1,452 in March last 
year, divided 123 anthracite and 1,314 
bituminous, a gain in totals of 292%. 
For the first quarter bituminous stokers 
shipped this year were 15,326, anthracite 
928; last year 3,366, and 348. 
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The Master Kraft trade mark on oil localit 

heating equipment has long been a tres, a 

symbol of top-notch quality and pre- and f. 

cision performance. 1 most 

Dealers operating under this trade in the 

mark have made money, built new Th 

customers, increased their business 

each year. fail 

The equipment bearing this trade eT 

mark has always been good merchan- | With 

dise, backed by the kind of advertis- often 

ing and sales promotion that sells the c 

goods. } either 

NOW-—with the new postwar Master vious! 

Kraft line, profit opportunities will dealer 

REG. U.S. PAT. OFF. © ” “ , be greater than ever. This new line | a pri 
will sell easily, fast. It is different for ek 


Ol L not a prewar line with a new face : 
_ HEATING | » “but new ign i = 


ings, 








—but new advanced design in con- 
version burners and complete pack- but w 
aged units that give out more heat for |} tivea 
their size than anything you have Th 
ever seen. A new line—yes—but | 4... 
thoroughly tried out during the war. ‘ 
Our production of compact aircraft 
heaters for Uncle Sam has pointed the 4 ZOO 
way to these new Master Kraft of th 
products. This new line is sensational for ci 
in design, and priced competitively. the d 
You can make money with it. Mail 

the coupon for details. 
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For Lower Heavy Oil Bills 


Step-by-Step Plan Improves Commercial Installations 


b 


y 
J. W. Schulz 


Pha. METHODS of providing oil 
heat for a large building do not provide 
lowest possible oil consumption. They are 
not aimed to hit the bullseye of fuel econ- 
omy, and they don’t hit it by accident. 
Consider the oil-heated buildings in your 
locality—tthe schools, institutions, thea- 
tres, apartment houses, business buildings, 
and factories. Wouldn’t you say that in 
most of them the oil heating equipment is 
in the class of “just ordinary?” 

The chances are that one of these build- 
ings, which can be considered typical, had 
a fairly good steam heating plant designed 
with coal firing in mind, and of the type 
often installed in about 1930. Then, in 
the coal boiler, which at the time was 
either brand new or fired by coal pre- 
viously, an oilburner was installed. The 
dealer had sold the burner installation at 
a price, and he was in no position to aim 
for sky-high fuel economy. His price did 
not include time-taking fancy trimmings, 
but was based on providing a representa- 
tive and dependable oilburner installation. 

The dealer did not worry, for example, 
about figuring the firing rate carefully be- 
fore he designed the firebox; he just took 
a good guess at it. He had the firebox built 
of the ordinary firebrick commonly used 
for commercial burners. He did not study 
the details of the heating plant, for it had 
been installed by another contractor and 
if it would work well with coal, why it 
should work better with oil. The usual 
simple room thermostat came with the oil- 
burner, and the dealer installed it without 
Worrying too much about finding the best 
thermostat location. The janitor or occu- 
pants of the building would work out a 
Way to regulate the thermostat and get 
about the right amount of heat. The oil- 
burner seemed to run fine when it was first 


fired, so the dealer then turned it over to 
his service department and forgot about 
it himself because his main problem was 
to sell more burners. 

If today you will single out just one of 
these ‘‘ordinary” commercial installations 
in your locality and make a technical 
check-up on it, the chances are you will 
conclude that by making determined ef- 
forts to arrive at real fuel economy you 
can cut the oil bills by 20% to 45%. 

“You can’t cut the fueloil costs of the 
large buildings in this area by 20% to 
45%,” an oil burner dealer recently de- 
clared after I had described a typical in- 
stallation. 

For the moment I left him unanswered 
and went on to describe the 12-point 
check-up covered by the accompanying 
diagram. 

A little later he explained, “I didn’t 
know you were going to recommend such 
thoroughness. Covering all those points, 
sure you'll save one-third to half the oil 
used by almost any commercial burner. 
To begin with I was thinking only that 
improving just the CO. readings of the 
burners around here would not save 20% 
to 45% of the oil.” 


Checks Most Savings 


As a matter of fact, this 12-point plan 
does not cover every item that bears on 
fuel economy and proper heating. It 
covers the main items which it usually 
pays to investigate. The most fueloil 
should be saved for the fewest dollars 
spent on improvements. Studies of large 
heating plants can be expected to reveal 
the need for important repairs; for new 
features to provide safe, dependable and 
fully automatic operation; and for worth- 
while heating specialties of the types de- 
veloped or improved in recent years. Once 
his attention is concentrated on the oil- 
heating plant, the owner may want it put 
in A-1 condition. For many plants, this 
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means installing new equipment and put- 
ting in working order equipment that has 
not worked properly for years. The proj- 
ect usually is best started by aiming to 
save considerable fuel as the result of 
making three or four well-defined and 
limited improvements. The attention of 
the owner of a building generally can be 
attracted by announcing, for example, 
that taking just three simple steps at a 
cost of $500 will save $500 worth of oil 
during six months of the heating season. 
At some later date it may be necessary to 
inform him that taking half a dozen more 
complicated steps in addition will mod- 
ernize all his equipment and produce ad- 
ditional oil savings. 


The 12-point check-up deals in these 
terms: 

1. The oilburner. Start your survey by 
making note of the make, model, age, and 
condition of the oilburner itself. Divi- 
dends in fuel savings result from replac- 
ing an obsolete burner. For minimum oil 
bills, the burner efficiency must be the 
highest attainable. Just as it is outside the 
realm of good economics to try to make a 
1930 automobile equal to a recent model, 
it is not good sense to attempt to mod- 
ernize certain old burners. In addition to 
the replacement of worn parts, this would 
call for oilburner engineering design 
work. Such work can be done economical- 
ly at a burner factory where it will serve 
to improve thousands of new models, but 
it can’t be done economically on the old 
installation to improve just one old burn- 
er. Replace an installed burner, then, if 
because of design improvements a later 
model can give efficiencies genuinely 
higher. 

In checking the oilburner, consider 
switching the installation to heavier fuel- 
oil, if a heavier grade is available at a 
lower price than the present oil. 

2. The boiler. For low oil bills, the 
boiler must be well suited to oilfiring and 
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of generous size for the load it carries. 
With the gph rate correct for the heating 
load, high stack temperature is the sign 
that shortcomings in the boiler are wasting 
oil, and low stack temperature proves the 
boiler absorbs efficiently the heat released 
in it by the oil flame. Where factual data 
are needed to determine if a boiler should 
be replaced by a larger or more modern 
unit to save fueloil, assistance from an 
oilheating expert armed with combustion 
testing instruments and a knowledge of 
heating loads and gph rates is practically 
indispensable. When making a survey, 
therefore, be especially thorough about 
obtaining data on how well the boiler is 
doing with respect to fuel economy. 


3. Draft Regulator. Has the installa- 
tion a draft regulator capable of control- 
ling the over-fire draft closely and de- 
pendably? If not, the installation of a 
modern, well-designed draft regulator 
may be the big thing needed. Field sur- 
veys show that in certain cities most of the 
commercial and industrial oil burner in- 
stallations either have no draft regulators 
or are equipped with the cheapest and 
shoddiest obtainable. If that applies where 
you do business, the best way to reinforce 
your fuel economy program may lie in 
getting in touch with a manufacturer of 
well-engineered commercial draft regula- 
tors and securing an education for your- 
self on the technical aspects of conserving 
oil by controlling the chimney draft 
properly. 

4. Low Stack Loss. For the oil con- 
sumption to be low, the loss of heat up the 
chimney must be low. The only way to 
check on stack loss (say, less than 25% 
of the total heat for low or perhaps 35% 
to 60% of the heat in the oil, for exces- 
sive stack loss) is to use combustion test- 
ing instruments. The data these instru- 
ments obtain must be part of any worth- 
while report on the possibilities of sav- 
ing fueloil in a particular building. 

5. Water Heating Equipment. In a 
good many modern apartment houses, you 
can figure that 20% to 30% of the fuel- 
oil purchased should be charged up to 
heating water for the hot water faucets. 
In hotels, institutions, and hospitals, 25% 
to 45'% of the fueloil used may be burned 
to heat water. 


Where a heating boiler provides year 
round hot water, you can figure that if 
the water heating efficiency runs excep- 
tionally high, in summer the burner will 
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run a total of about one hour a day to heat 
water. For example, a burner firing 18 
gph may use 18 gallons of oil per day, in 
summer when the boiler is not providing 
steam for heating. If the water heating 
efficiency is low, twice that much oil may 
be used per day in summer. 


Obviously, the fuel used for heating 
water in certain large buildings costs an 
important amount on a yearly basis com- 
pared to the money spent on the fuel 
which serves to heat the building in win- 
ter. To replace inefficient water heating 
equipment with genuinely efficient equip- 
ment can cut the yearly fuel bills appre- 
ciably. By all means, then, go over the 
water heating arrangement with a fine- 
comb when you make your survey. Be 
well posted on the technicalities, and plan 
to install the types of equipment that pro- 
vide an abundance of hot water at rock- 


-bottom fuel cost. 


6. Boiler Insulation. Efficient boiler 
rooms have highly effective insulation for 
not only the boilers, but also for all steam, 
hot water, and condensate piping, and for 
hot water storage tanks. If you aim for 
maximum fuel economy in commercial 
boiler rooms, you can count a Y2” coat of 
ordinary asbestos cement as no insulation 
for a heating boiler or hot water tank, 
and you can figure that the cheapest pipe 
covering is inadequate for steam and hot 
water lines. Fuel bills often have been 
lowered by as much as 15% by doing a 
thorough job of replacing ordinary, de- 








12 Point Check-Up 
for fuel economy 
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teriorated boiler room insulation with one 
of the extremely effective types of insulat- 
ing material, such as rock wool products, 
for example. There are two reasons for 
tearing the old asbestos insulation from 
certain cast-iron heating boilers and ap 
plying insulation of maximum effective: 
ness. First, the new insulation saves fuel 
of itself by almost eliminating loss of heat 
from the outside of the boiler. Second, 
and on some installations more important, 
the old insulation must be removed to per’ 
mit sealing properly the air leaks between 
the sections of a cast-iron boiler. 

Check the insulation on the steam, 
hot water, and condensate lines through: 
out the building, as well as in the boiler 
room itself. At least, plan replacement of 
damaged insulation. 

To add the finishing touch, particularly 
if the boiler room is overheated although 
the boiler is well insulated, plan to apply 
special high temperature insulation to the 
insides of the firing and flue doors of the 
boiler. 

7. Firebox. The oilburner can attain no 
higher combustion efficiencies than the 
design and construction of its firebox pet’ 
mit. When you make your survey, ascet’ 
tain and record the firebox dimensions, the 
type of refractory material of which the 
firebox is built, and the condition of the 
refractory material. Check the dimensions 
later against what you find proper for the 
gph rate needed to carry the load on the 
boiler. 
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The best in a firebox, installed to re- 
place a “just ordinary” firebox, often cuts 
the fuel consumption by 15% to 30% 
when coupled with the benefits of a prop- 
erly reduced firing rate, made possible by 
higher efficiency after the changes. The 
use of refractory material which comes to 
red-heat quickly after the burner starts is 
extremely important. In one instance, the 
use of such material together with two or 
three tricks which arrive at higher com- 
bustion efficiencies reduced the oil con- 
sumption by 35%, although the five-year- 
old combustion chamber which was torn 
out was in good condition and of toler- 
ably good design. The big difference be- 
tween the old and the new fireboxes lay 
in the nature of the refractory material. 
This difference accounted for most of the 
33% fuel savings arrived at simply by 
replacing the old firebox and tuning the 
oilburner. 

8. Heat Control System. Where a 
plain or clock-type room thermostat, of 
the type used in residences, is used to start 
and stop a commercial burner using more 
than 10,000 gallons of oil a year, a care- 
ful study should be made to find out if 
one of the modern large-building heat con- 
trol systems should not be recommended. 
Where the simple room thermostat causes 
a burner to run on pressure control all 
day when the outside weather is below 
about 35°, the installation of the most 
economical type of large building heat 
control system may cut the oil consump- 
tion 20% to 40% with no other change 
to the installation or the heating plant. 


Check Apartment Thermostats 


In apartment houses, check particularly 
to find out if the room thermostat is lo- 
cated in a hall or in the janitor’s apart- 
ment. These locations are notorious oil- 
wasters. 

By all means write to manufacturers 
who are bringing out new types of con- 
trols for larger buildings. Make sure you 
obtain a full understanding of what is 
modern today in commercial control sys- 
tems. Commercial burner operation will 
be improved tremendously by special heat 
controls which are really engineered to 
match the requirements of large buildings. 

9. Piping Layout. Faults in the lay- 
outs of the supply and return piping are 
responsible for high oil bills in many steam 
heated buildings. The steam piping may 
be suited to hand-fired coal but not to in- 


termittent oilburner operation. With 
proper piping and with heating specialties 
suited to oilfiring, radiators far from the 
boiler room should heat as well with short 
“‘on” periods (say 15 to 20 minutes long) 
as the radiators close to the boiler. 

10. Heating Specialties. It is no myth 
that fuel is wasted when the thermostatic 
radiator traps used in certain two-pipe 
steam plants go bad. Learn how to check 
the traps of two-pipe steam plants, or you 
cannot cope with one of the most impor- 
tant fuel-wasting defects characteristic of 
such heating plants. Also learn the A-to-Z 
of improving two-pipe steam plants by 
adding radiator feed-valve orifices to sys 
tems not already equipped with them. Ex- 
cellent distribution of steam to all the 
radiators in the system, which in many 
plants can be arrived at only through in- 
stalling the proper orifices, is absolutely 
necessary for economical performance 
where the starting and stopping of a 
burner regulates the amount of steam fed 
to the radiators. 


Proper Venting Saves Oil 


Knowledge of steam main quick-vents 
and adjustable radiator vent-valves is 
needed to handle fuel conservation prob- 
lems in the building heated by a one-pipe 
steam plant. Where the steam piping and 
radiators of a one-pipe steam plant are 
adequate and properly planned, faulty 
distribution of steam to the radiators gen- 
erally is caused by improper venting. 
Thousands of large oilfired one-pipe steam 
plants are giving poor results today be- 
cause the venting specialties in them are 
suited only to hand-fired coal. Learn the 
science of air-venting such systems in the 
way that gives good results with oilfiring, 
and you may find cases in which the ap- 
plication of your knowledge can give im- 
proved heating comfort together with oil 
bills one-third lower. 

11. Adequate Radiation. You can’t go 
far in checking large buildings before you 
find. one in which the boiler must be 
“pushed” in cold weather simply because 
one wing or floor of a building, or a few 
important rooms, are slow to heat al- 
though all the radiators become as hot as 
they should. The radiators do not fail to 
heat in the chilly parts of the building; 
they simply are undersize for the heat 
losses. Installing additional radiation to 
give easy heating of rooms where chilli- 
ness was the complaint before is one of 
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the most effective ways to lower the oil 
bills of certain buildings. 

12. Easy-to-Heat Building. As with 
homes, the most effective way to cut the 
oil bills of some large buildings is to re- 
duce the heat losses. by eliminating de- 
fects and shortcomings of applying effec- 
tive building insulation. There may be no 
better way to spend a few hundred dollars 
for the sake of cutting fuel costs, so do not 
fail to recognize an opportunity of this 
type when it stares you in the face. 


No Season for Saving 


If you can talk intelligently to owners 
of large buildings about how money can 
be invested to bring handsome dividends 
each year in the form of fuel savings, any 
year is a good year for you to go after 
business. There dozs not have to be a war 
on, and there does not have to be a fuel 
shortage. Of course, you need more Know- 
How in the field of commercial installa- 
tions than ordinarily is needed for domes- 
tic oilheating work. You need more facts, 
fewer hazy guesses and opinions. Busi- 
nessmen have a nasty habit of getting 
down to brass tacks when you advise them 
to invest large sums of money. The one 
good thing about them, on the other hand, 
is that usually they are willing, if not 
anxious, to make a good investment when 
it is proved they have the opportunity, 
and usually they find it possible to put the 
needed amount of money into the invest- 
ment. 

The equipment dealer who succeeds in 
cutting the fuel bills of half a dozen well- 
known large buildings by 15% to 45% 
gains advantages in addition to the profits 
that naturally should come as a result of 
his fuel conservation activities. He usual- 
ly gains prestige and respect. He is more 
likely to be believed than his competitors 
when he announces that because of his 
Know-How the installations he sells give 
lower fuel costs than ordinary installa- 


tions. 

J. Howard Marshall, president of Ash- 
land Oil & Refining Co., Ashland, Ky., 
and formerly chief counsel for PAW, has 
been appointed by President Truman as 
one of four American members of the 
United Nations Reparations Council, to 
determine what reparations shall be im- 
posed upon Germany. The 21-member 
Council was provided for at the Yalta 
Conference. Marshall left with the other 
Americans for Europe in late May. 
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Range Oil Growth 


Burners, Kerosene Becoming Big Business 


by 
Fred E. Bergfors* 


D ISCOVERIES AS WELL as inventions 
cause economic changes. Sometimes the 
change is gradual; sometimes the change 
is radical; sometimes it fluctuates in a sort 
of up and down rhythm. Economic fluid- 
ity results and the manufacturer, the mer- 
chant, and the consumer are dragged 
away from the mummified past. A certain 
kind of economic safety depends upon the 
wise use of quick, vital; kaleidoscopic 
changes. When oil was first discovered in 
this country, kerosene became one of its 
most important by-products. Its fluctua- 
tion has been of the third variety, a sort 
of up and down rhythm. Once its sale re- 
mained at the down-point a rather long 
time, but New England brought it up 
again by finding different ways of using 
kerosene. 

In the latter part of the nineteenth cen- 
tury, kerosene was shipped and delivered 
to the country stores throughout New 
England in wooden barrels. Later, wooden 
barrels were displaced by five gallon 





*Several readers of FUELOIL & OIL HEAT have 
asked the editors for more material on range burner 
and kerosene distribution. Mr. Bergfors, upon request, 
has written a basic article covering the broader aspects 
of the growth and present activity of this segment of 
the oilheating industry. Particularly qualified by long 
experience, Bergfors is president of Quincy Oil Co., 
one of the three or four largest range oil suppliers in 
the country, with tidewater terminals at Boston and 
Quincy harbors. 
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sheet-metal containers equipped with a 
faucet. This change introduced the horse- 
drawn sheet-metal tank-wagon, also 
equipped with a faucet. The invention of 
the automobile displaced the horse-drawn 
tank-wagons. At this point of change, the 
demand for kerosene declined and the de- 
mand for gasoline increased. 

Lighting with kerosene was popular 
until the distribution of gas changed its 
popularity. Soon after, kerosene cooking 
stoves were invented and perfected. These 
stoves ranged in size from one to five 
burners. They were used extensively in 
camps and beachhouses. The use of these 
stoves in well-equipped homes proved 
valuable as auxiliary cooking units, es- 
pecially during the hot weather, since 
cooking with coal or wood: heated the 
kitchen too much and too long. The con- 
trol of heat in kitchens was quicker and 
easier with kerosene. 


As the gas-lines of the local gas com- 
panies were extended, kerosene cooking 
went the way of kerosene lighting. They 
were superseded by gas-lighting and 
gas-cooking, especially in well-equipped 
homes. This change continued until the 
opening of World War I. Again inven- 
tion developed another change, and range 
oil burners began to be installed in the fire 
box of coal stoves, now commonly known 
as the kitchen range. This change was 
easily accomplished by removing the 
grates and installing two burners, which 


could be operated singly or dually, de. 
pending upon the amount of heating or 
cooking desired. These burners received 
their supply of kerosene from a one-quar- 
ter inch copper-tubing connected to a two- 
gallon glass bottle erected on a stand at 
the rear of the kitchen range. The glass 
bottle contained a twenty-four hour sup- 
ply which was sufficient, unless the 
weather was cold. The bottle was filled 
once a day from a fifty or fifty-five gallon 
spring faucet drum kept on a stand in the 
cellar. Two drums representing over one 
hundred gallons could be found in many 
cellars. These drums were kept full by 
the kerosene dealer on his usual route-day 
in the neighborhood. At first, these tanks 
were filled by canning or carrying the 


“kerosene in five gallon measures from the 


dealer’s tank-truck. During the last few 
years, this type of delivery has almost dis- 
appeared. Now, the kerosene is run in by 
a hose pulled from an automatic reel in- 
stalled on the truck, after being measured 
through a ticket-printing meter. The 
length of this hose varies from thirty-five 
to one-hundred feet. 

Conversion to kerosene was gradual; 
consequently, the coal and gas companies 
did not immediately notice their loss of 
business. When this loss became evident, 
the gas and coal companies presented sev- 
eral forms of organized resistance, but the 
inroad was only delayed, not stopped. 
When World War II was declared, the 
business loss to coal and gas companies 
became a serious problem. The coal com- 
panies capitulated completely by adopting 
the kerosene business, erecting tank, and 
adding other necessary equipment for dis- 
tribution. The gas companies are still 
floundering trying to find a way to pre’ 
vent the loss of their gas-cooking business. 
I believe they will not succeed. 


Supply Domestic Hot Water 


Not so many years ago, the chief in- 
terest of the average New England house’ 
wife was her kitchen; consequently, the 
kitchen range held a position of much im 
portance. These housewives were reluc’ 
tant to install gas ranges, which neither 
supplied hot water nor heat. The several 
advantages of the old burner range im 
pressed them and they were rather easily 
converted to its use. 

The installation of these oil burners 1s 
simple but exacting. The warmth they dis 
tribute, not only in the kitchen but i: ad’ 
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joining rooms, is a matter of much satis- Range Oil Sales Growth sealed and inspected meter, and auto- 


3 TT faction. in Five Prewar Years matic hose reel with a considerable length 
ved This phenomenal conversion to kero- 1936 ..... 27,292,000 barrels of hose. Many of these proprietors are 
uar- : ‘ BOND 5 oat 32,259,000 barrels i ‘ 
| sene was not accomplished without con- “a 33,707,000 barrels very proud of their equipment and spend 
fs siderable effort by the oil companies and ae. 9 37,061,000 barrels much money painting their trucks with 
Pies dealers. The burner most extensively de- to sate’ criktee a colors so bright and striping so vivid that 
veloped: and’ used: is -known' as the pers 1.05. sess dos cant css wc eeue eae any local fire department would be en- 
ps forated sleeve type burner. It operateson maintains only one quart of kerosene in vious. Practically all the truck chassis used 
led the vaporizing principle by contact with the kitchen instead of two gallons. are of the 114 ton capacity. The tanks in- 
lon | 2 2° surface. In the process of vaporiza- When compared with coal, you can see stalled on these trucks vary in size from 
the | tO @ distilling process takes place, Caf Eines the eaadiens range oil burner emerges 275 gallons to the maximum of 1,000 gal- 
7 bon residue is left at the point of vapor- a. 4 completely automatic unit of quicker lons. The larger tanks usually have more 
oe ization, and the design of the burner action and better control, practically than one compartment. The majority of 
by should be such that there can be a con- eliminating soot and dirt accumulation. these trucks, however, average about 750 
siderable accumulation before cleaning is gallons. The smaller tanks are usually ob- 
bed necessary.’ Cleaning of the burner is al- Space Heater Development long and are installed on the front of the 
anks ways necessary after extended use. The truck chassis. They measure about 30” 
Ys interval of time depends upon the type of The —_ lor stove was also converted. wide, 48” high, and 60” long. In the im- 
the installation, the type of fuel, and the efh- The installation of one large size burner mediate rear of the tank is placed a plat- 
ve ciency with which the burner is operated. for ker osene made the stove clean, auto” form body with sides, used chiefly for ice 
> Many installations will operate perfectly ™#4° and completed the heating require- or other products that may be merchan- 
n by for a full season; others, a year or. more ents of the entire house. Since then, giseg simultaneously by the vendor. I 
| in- great advance has been made in the de- 





without any attention while using over 
one thousand gallons of kerosene. Installa- 
tion is very important. One should not be 
fooled by the apparent simple looking 
equipment and think any plumber or 
heating man can make a satisfactory in- 
stallation. It really takes an experienced 
man who knows the difficulties that may 
be encountered. 


Early Operating Troubles 


During the 1920’s there were opera- 
tional difficulties caused by careless, im- 
perfect installation, and the use of make- 
shift materials. Today, the necessary ma- 
terials are available. It is important that 
the bottle-supply and the burner be in- 
stalled exactly level, that the removal of 
grates and ashpans leave the firebox ab- 
solutely clean. This means that every 
corner and crevice should be inspected, 
otherwise dirt or ash will deposit itself 
later on the burner surface causing clog- 
ging and necessitating another service call 
with complete removal and replacement 
of the burners being necessary. There is 
also the chimney stack draft-control ad- 
justment to make. The inverted bottle 
reservoir, located in the rear of the range 
on a steel stand, must be adjustable to the 
Proper height to allow the constant and 
regular flow of kerosene at every level un- 
der slightly different pressures. Many of 
the burner installations today have dis- 
continued this kitchen reservoir and have 
in its place a small automatic pump con- 
hected with the cellar reservoir, which 


velopment of these stoves into various 
styles. There are many sizes and styles. 
Beautiful cabinet type heaters having one 
or two burners; some having pipe ducts 
and fans that can blow and carry the heat 
to the most inaccessible corners. Cold air 
is drawn from the floor to provide even 
heat. I understand that by the same 
method huge models have been made 
available, since the war began, capable of 
efficiently heating large buildings and fac- 
tories. 

Just prior to the war, the normal way 
for kerosene to come into New England 
was by tankers, which unloaded at ocean 
terminals owned by independent oil dis- 
tributors and marketers. From these ter- 
minals truck-tanks were loaded. These 
tanks were owned and operated by hun- 
dreds of dealers who sold the kerosene 
within a radius of from three to five miles. 
The independent oil terminal marketers 
then established what they called “inland 
stations” where they transported kero- 
sene to an auxiliary depot where another 
group of dealers obtained their supply at 
a price in tenths above the ocean terminal 
price, the addition merely representing 
transportation and handling at the inland 
depot. This type of operation fanned out 
away from the tanker terminal for as great 
a distance as 150 miles. 

There are thousands of range kerosene 
dealers operating tank-trucks, from old 
jalopies of vintage unknown to the very 
latest streamlined vehicle obtainable, 
equipped with latest ticket printing, city- 
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have seen it used for ice, coal, vegetables, 
fruit, or expressage. Such range oil dealer 
outfits seem like a citified version of the 
old country-route oil trucks used in farm 
areas. 


Single Truck Operators 


The majority of these range oil dealers 
operate only one truck, a.very few too. 
With the operation of more than one 
truck, kerosene sales diminish in percent- 
age to fueloil, coal, masonry supplies, and 
other similar products. Kerosene range oil 
business is conducted almost exclusively 
by lone proprietors. During the busy sea- 
son, when the weather is uniformly cold, 
it is customary for a man and helper to 
deliver three loads a day. For example: a 
man with a 900 gallon tank-truck deliver- 
ing three loads a day distributes 2,700 
gallons. About 90% of this is run into 
consumers’ storage through a hose; the 
other 10%, it has been found necessary 
and advantageous to carry in cans. When 
one knows that many deliveries are as low 
as 25 gallons, and the largest not over 100 
gallons, and the overall average is about 
35 or 40 gallons, one realizes how many 
stops must be made and how fast such a 
unit must operate. As cold weather tapers 
off, sales and deliveries naturally diminish 
until such time as the helper is released 
and the proprietor operates alone again. 
Lately, there has been a tendency for a 
number of gasoline filling station owners 
to go into the business of operating a kero- 


(Continued on page 72) 
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Directors of OHI present at Chicago. STANDING (L. TO R.) G. E. Hochstein (Heil) ; 
J. A. Collins (Frontier); J. C. Yeomans (Multnomah); R. S. Bohn (Preferred); S. 
A. Loeb (Webster); J. F. Corrigan (Petro); E. E. Hadlick (OHI of Minn.); Alexis 
Doster (Torrington); C. R. Collins (May). sEATED: P. K. Addams (Fitzgibbons) ; 
C. R. Jonswold (Triangle); J. H. Van Sciver (Bethlehem); W. A. Matheson (Oil-O- 
Matic); C. E. Lewis (Perfex); W. A. Kemp (Sundstrand). 


OHI Reviews Progress at 
Meeting; Matheson Elected 


Se DURING THE LAST YEAR was 
reviewed and plans discussed for the year 
ahead as officers and directors of Oil 
Heat Institute of America held the 22nd 
Annual Meeting at Chicago, May 8. Due 
to travel restrictions, members were en- 
couraged to vpte by proxy on questions 
submitted earlier by mail. 

W. A. Matheson, president of Wil- 
liams Oil-O-Matic Heating Corp., was 
elected president of OHI, succeeding C. 
E. Lewis, Perfex Corp., who has headed 
the organization for three eventful years. 
J. H. Van Sciver, president of Bethlehem 
Foundry & Machine Co., was named vice- 
president. C. R. Jonswold, Triangle Oil 
Company, succeeded Frank E. Spencer as 
national chairman of the Distribution Di- 
vision, and William A. Kemp was re- 
elected chairman of the Accessory Divi- 
sion. 

J. C. Yeomans, Portland, Ore., was 
elected vice-chairman of the Distribution 
Division for the Pacific Coast area, re- 
placing Maurice N. Vining, Seattle, and 
J. A. Collins, Buffalo, N. Y., was elected 
vice-chairman for the East, replacing G. 
J. Burrell, Harrison, N. Y. A. E. Hess, 
managing director; C. F. Curtin, secre- 
tary-treasurer; and G. T. Kaufman, tech- 
nical secretary, all of the New York head- 
quarters staff, were reappointed. 

Sixteen members of the Board of Di- 
rectors were reelected. New members of 


the board are S. H. Shipley, York Oil 
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Burner, York Pa., for the Manufacturers 
Division; V. K. Smith, Cleveland, and J. 
W. Owens, Chicago, for the Accessory 
Division; and E. P. Hacker, Portland, 
Me.; J. C. Yeomans, Portland, Ore.; J. 
A. Collins, Buffalo; F. C. Haab, Philadel- 
phia; J. W. Warner, Washington, D. C.; 
and C. R. Jonswold, Chicago, for the Dis- 


tribution Division. 


Mr. Lewis reviewed the work of the 
last year from a written report which he 


had made previously to the membership. 
He commented particularly on the excel- 
lent work done by the Engineering Com. 
mittee under Frank Faust. 

One of the chief accomplishments of 
the Engineering Committee this year has 
been the design of a Standard Reference 
Oil Burner which is intended to be to the 
oilburner and fueloil industries what the 
Waukesha engine was to the automobile 
and gasoline industries; a standard by 
which the burning characteristics of oils 
can be judged, and to provide a standard 
by which the characteristics of oilburners 
may be determined when using a refer- 
ence oil. This work has not been fully 
completed, and drawings are not yet 
ready for distribution. 

Members of the Distribution Division 
voted to increase their dues to $5 a year 
for each dealer in their memberships, this 
additional money to be used to further 
expand the work of the Division. 

The Advertising Correlating Commit- 
tee of the Distribution Division has 
started work under the chairmanship of 
Harold M. Mottram, Milwaukee. It is 
contemplated that advertising and pub 
licity done by one member association be 
passed on to other member associations 
within the Institute for such value as the 
ideas and presentations may be to the 
other localities. The committee displayed 
a seal that is to be made up for transfer 
to trucks, windows and other facilities. 

(Continued on page 73) 


Manufacturing Restrictions 
Off Burners; Still on Oil 


Ie on the manufacturer of 
domestic oilburners was lifted May 11, 
when L-74 was revoked. Restrictions also 
were lifted on domestic stokers, warm air 
furnaces, floor and wall furnaces, low- 
pressure steel and cast iron boilers and 
commercial cooking equipment, but it is 
believed that the lifting of governmental 
restrictions will have little effect on pro- 
duction in the immediate future. The so- 
called open-ended production programs 
will not carry priority assistance in get- 
ting materials, and on some items, notably 
controls, motors, and castings, orders 
carrying ratings of less than AA-l get 
little attention. 

Through the third quarter this year, 


and possibly for the fourth quarter as 
well, allotments of oilburner production 
will continue to be made by WPB under 
the program that allowed 30,000 burners 
per quarter. Manufacturers having quota 
allotments from WPB’s Plumbing and 
Heating Division will have the advantage 
of the regular AA-3 priority rating. All 
others must take their chances on finding 
materials in the open market without 
priority assistance. 

The lifting of L-74 to permit oilburnet 
production does not alter in any way 
PAW’s PDO 13, which prohibits the de’ 
livery of fueloil to new installations unless 
specifically authorized by PAW. It still is 

(Continued on page 70) 
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Oilheated Floors 


One Story Basementless Building Has Radiant Heat 


by 
W. L. Redding 


I. THE CORN and cattle country of 
northeastern Iowa there is a very unusual 
oilheated building. 

Physicians John O. Eiel and M. O. Eiel 
have established in the small town of 
Osage, a medical headquarters known 
locally as the Eiel Clinic. 

It is not unusual for a corn and cattle 
country town of 3,200 population to have 
vood medical facilities. However, it is un- 
usual to find two physicians having an 
appreciation of radiant heating—the mod- 
ern method of heat distribution—to the 
degree that they installed this heating sys- 
tem to provide comfortable warmth in the 
ultra-modern clinic building which they 
erected. 

The Eiel Clinic is a radiant heated 
structure with fueloil supplying the heat 
required for the rather severe heating sea- 
son which is experienced close to the 
Minnesota border. 

When the Eiels decided to erect this 
new building they wanted it to be the 
“last word” in efficiency. They wanted a 
restful waiting room, an efficient-appear- 
ing ofhce, workable treatment rooms and 
an over-all design which would make their 
Clinic distinctive and yet architecturally 
efficient. 


They choose, through the assistance of 
Robert Blandin, Osage architect, a one- 
story, flat-roof structure having large 
areas of glass and with genercus ‘utiliza- 
tion of decorative brick. They also se- 
lected a Timken oilburner and boiler. 

The Eiel Clinic is a basementless build- 





First Step: Wrought iron pipe 


ing. When construction started, the 
ground was levelled off and a layer of rip- 
rap was spread over the area to be cov- 
ered by the building. Upon this rip-rap 
were laid sinuous coils of 14%” wrought 
iron pipe which had been cold-bent to 
shape by the Globe Machinery & Supply 
Co., of Des Moines. 


O. D. Kingsbury, heating contractor of 
Osage then had the wrought iron coils 
welded, while they lay on the rip-rap, 
into a continuous piping circuit which 
started at the hot water boiler and, after 
covering the entire floor area of the build- 
ing, returned to the boiler. 


After the coils had been tested for 
tightness and proper heat distribution of 
the water being carried, a layer of gravel 
enclosed the piping. Wood forms were 





Modern Eiel Clinic, Osage, Ia., has large glass areas. 
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coils are laid on a rip-rap base. 


set up and the building’s concrete floor 
was then poured into place. 


One of the advantages of this type of 
heat distribution is that the heating plant 
can be virtually completed before the 
walls or roof are started. Building con- 
struction in winter months is frequently 
expedited by having heat available to dry 
plaster or paint quickly, and to make 
working conditions more comfortable for 
those in the building trades. 

The Timken boiler and burner are 
regulated by controls made by Minneap- 
olis-Honeywell, Penn and Hoffman, the 
latter supplying a Force-Flo venturi cir- 
culating pump. 

The completed building has a notice- 
able absence of radiators in the attractive 
rooms within the structure. This situa- 
tion allowed for free placement of furni- 
ture and medical equipment. It also gave 
assurance of walls and ceilings, now spar- 
kling in newness, of remaining clean for 
a much longer time than would be ex- 
pected had visible heat distributing units 
been installed. 

Another attribute claimed for the radi- 
ant heating in the Eiel Clinic is that 
should there be need for future remodel- 
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ing—erecting new partitions, cutting new 
doorways — such construction can be 
quickly accomplished without making 
major changes in the heating system. 

In a building such as the Eiel Clinic, 
the warm floors produced by the radiant 
heating system have a definite advantage. 
Patients disrobing for examinations and 
treatments are not exposed to cold floors 
and sweeping drafts. The floor tempera- 
ture, being several degrees less than body 
‘heat, will not cause any discomfort when 
walked on with bare feet. In fact, since 
the Clinic floor is definitely warmer than 
a floor in a conventionally heated build- 
ing, no sensation of “cold” is experienced 
when shoes are removed. 

The Eiel Clinic has used various types 
of floor coverings over the concrete base 
floor. As has been established in more than 
1,000 installations of radiant heating 


throughout the country, any type of floor 
covering can be used as desired or neces- 
sity dictates. Floor coverings most com- 
monly used include hardwood floors, par- 
quet floors, rubber and asphalt tile, lino- 
leum, scatter rugs or full carpeting. 

As a patient enters the Eiel Clinic and 
steps into the waiting room there is a feel- 
ing of “homey” comfort. Well uphol- 
stered chairs, a modernistic fireplace, in- 
teresting books and magazines—all com- 
bine to make particularly a “first” visit to 
these physicians an impressive one. 

There is no stuffiness in either offices or 
treatment rooms as radiant heating does 
not overheat the air and cause it to be- 
come dry. Instead, radiant heat produces 
a most comfortable warmth since the heat- 
ing of the large surfaces of the room— 
floor, ceiling and walls—regulates the nor- 
mal heat loss from the body without ap- 





coils are 


Second Step: (above) Pipe 
welded in place. 


Third Step: (right) Sinuous coils, welded 
and tested, are covered with a thin layer 
of gravel and mesh reinforcing. 





preciably raising the room’s air tempera: 
ture. 

“Our heating system is very efficient 
and economical,” says Dr. John O. Eiel, 
While detailed costs are not obtainable, 
radiant heating installation in this type of 
building costs no more than any conven- 
tional wet system. The operating cost, 
with Osage fueloil prices being rather rea- 
sonable, is without doubt bringing econo- 
mies to the owners of the Clinic, amount- 
ing to between 10% and 20% less fueloil 
being consumed than would be required 
for a similar building with conventional 
heat distribution. 
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Anthracite Loss Is About 
31% Million Tons In Strike 


ANTHRACITE TONNAGE LOSS which An- 
thracite Institute estimated to be 2,366, 
000 tons through the middle of May, is 
estimated to have reached 3,500,000 tons 
before the miners went back to work after 
their 19-day strike. This represents 5.8% 
of the annual production in recent years 
when close to 60,000,000 tons has been 
mined for war and civilian use. 
Anthracite use, which was about 45, 
000,000 tons before the war, has ex: 
panded to a maximum of 60,000,000 tons 
a year during the war. This is the maxi: 
mum that can be mined with present man- 





power available, and allows only 80% of 
the normal hard coal demand of civilians. 

“This loss cannot be overcome, even 
during the summer when heat is not 
needed,” Anthracite Institute reports, 
“because the current wartime demands 
upon the mines already greatly exceed 
their maximum capacity with the man 





power available.” 
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Fueloil Outlook Tighter 
Until End of Jap Fighting 


_ 
A deena SKEPTICISM has been 
expressed by oilheating dealers and fuel- 
oil distributors over the oft-repeated state- 
ments from the Petroleum Administration 
that heating oil supplies will be at least as 
tight next season as last, and may be even 
tighter. Some oilheating equipment manu- 
facturers, pleased with the removal of re- 
strictions on making burners, feel that 
there must be some way to get fueloil re- 
leased for new installations. 

The general public can hardly fail to 
have an impression of more plentiful civil- 
ian petroleum supply with V-E Day past 
and particularly with more gasoline about 
to be given them . . . though perhaps only 
for the summer. 

Unexpected things happen in wartime. 
The optimists may be proven right, but 
no one today can have a sound basis for 
improved fueloil supply predictions, at 
least not mathematically. The figures in 
the story all point the other way. Figures 
on the future can be wrong, but until time 
reveals the certainties our planning must 
be based on figures. 

We are not yet meeting the supply 
program set up by the armed forces for 
conducting the Pacific war. Industry and 
government men are trying to give the 
troops all they have asked for in various 
types of fueloils, but haven’t yet reached 
the program levels. Perhaps the Army and 
Navy are too greedy; they ask for too 
much. No one seriously doubts this, in- 
cluding the supply officers themselves. But 
they insist on having an adequate quan- 
tity at all times and places to be able to 
not only move ahead as planned but also 
to take advantage of any breaks. 

Comparatively, the Pacific war empha- 
sizes fueloil needs, while the European 
emphasized gasoline. Smaller ships and 
landing craft use diesel fuel, a blend of 
distillate and kerosene. Large Navy ves- 
sels use Navy Special, a blend of light 
residual and distillate. Supply ships use 
bunker oils, some use Navy Special. 
Everyone realizes the Naval emphasis of 
the Pacific war. It will involve more ship- 
ping of all types than did the combined 
European and Pacific efforts. Supply lines 
are more than three times as long as those 
to Europe, so a supply ship uses three 


times as much fuel to get there and back 
as was used on the European round trip. 
Tankers arriving at the Pacific action 
fronts must often hang around for con- 
siderable periods before they can start 
back for more. Many of the tankers do 
not unload at the island supply bases, but 
rather go to join a task force that may 
operate away from bases for weeks, and 
thus they become floating storage. They 
may cruise with the task force for some 
time before their oil cargo is needed. 

Even before the all-out Pacific effort, 
military needs grew rapidly each year. 


The total of product for all civilian uses 
showed little variation in four war years, 
because industrial demand increased as 
rapidly as heating demands dropped. 

As war industries are cut back, there 
may be a little easing of the non-heating 
demand, assuming that manufacture of 
civilian product does not eat it up. But 
if that should happen, thé armed forces 
have their hands out already to catch any 
loose ends, principally because we are not 
now meeting their stated requirements for 
distillate and kerosene. As the picture 
looks today, we will not meet the in- 
creased Pacific war demands during next 
fall and winter by some 60 to 80 thousand 
barrels daily, if we are to meet the same 
civilian rationed demand that we had 
during the past season. 
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Who Will Manage Sales ? 





Selecting a Retail Salesmanager Requires Considerable Care 


by 
Frank Howell 


F OR MANY DEALERS, the time for de- 
cision is about at hand. A decision of 
major importance soon will have to be 
made; a single decision that probably 
transcends all others in its importance for 
retail heating dealers. If not made wise- 
ly, precious months of time may be lost 
and volume may be so affected as to cause 
serious repercussions in even the most 
stable of business firms. This decision of 
all decisions is—who shall manage sales? 

Sales management means many things 
to many people. To the dealer with one 
salesman it may mean a disease that the 
other fellow gets; to the dealer with three 
salesmen it may mean something that he 
must do something about some day; to the 
dealer with five or more salesmen it prob- 
ably is something that worries, nags, and 
haunts him morning, noon, and night. 
Whether he does anything about it or 
simply lets nature take its course, he still 
has a large size problem on his hands for 
five or more retail specialty salesmen all 
hanging their hats under the same roof 
will get attention or they will kick the 
house down board by board. 

Sales managers in oilheating dealerships 
vary greatly as to type and that is as it 
should be for obviously the type of per- 
sonality that is required to direct a forty- 
man sales force in a metropolitan city 
would not quite fit into the job of direct- 
ing a two-man sales force in Hoosier 
Hollow. 

Then there are dealerships where a 
small or medium size sales force might get 
better direction and management from an 
executive who devotes only part of his 
time to sales management than from a 
fulltime director of lesser ability. Never- 
theless, certain personal traits and basic 
viewpoints should be common to all sales 
managers, regardless of the size of the 
selling force or the amount of time the 
sales manager devotes to this work. 

A listing of the duties of retail sales 
management should give a fair indication 
of type of man needed and the experi- 
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ence he should have. A full-time sales 
manager is expected generally to perform 
the following duties: (1) Market Analy- 
sis and Planning; (2) Organizing sales 
office routine; (3) Recruiting Retail Per- 
sonnel; (4) Training Retail Personnel; 
(5) Sales Promotion; and (6) Supply Di- 
rection, Supervision, and Inspection. 

This list reveals that the perfect sales 
manager is a man of many parts, so many, 
in fact, that hardly a man is now alive 
who can remember seeing this superman 
in all his glory. It would seem therefore, 
that inasmuch as perfection is hardly ob- 
tainable that it would be wise to consider 
the relative importance of the different 
job requirements and to give some thought 
to an interview procedure that will ex- 
pose an applicant’s capabilities. 

Careful consideration of the six major 
duties certainly discloses that the first two 
listed are of much lesser importance than 
the others. There is many a successful sales 
manager who has never quite understood 
the difference between the blue and the 
red areas on his marketing maps, but who 
got along remarkably well in spite of this 
handicap because, as one fellow put it, 
‘Business is business no matter where you 
find it, even if the order is signed with 
an X.” 


Reasonable Control 


Then again, there are those sales direc- 
tors that just despise filing cabinets and 
insist that if a salesman has more pros- 
pects than can be kept on the back of a 
dog-eared envelope that “he just ain’t 
closin’.” The last four assignments how- 
ever we know are being performed with 
considerable skill wherever a highly suc- 
cessful sales force is in operation. 

We know that top management in 
some cases places great emphasis on an or- 
ganized department and that it pleases the 
president of the firm on occasion to show 
the “‘visiting fireman” how scientifically 
his firm analyzes its business potentialities 
and we are ready to admit that there is 
much more value to performing these 
functions than meets the eye. But these 
are the jobs of sales management that re- 


quire more practice than native talent and 
should not be viewed with the same im- 
portance as the duties of recruiting, train- 
ing, promoting, or supervising. These cer- 
tainly are the fundamentals of sales man- 
agement and all other assignments en- 
gaged in by sales management are just so 
much parsley. Garnish has its place no one 
will deny, but no dealer should permit 
himself to be dazzled by the prospective 
sales manager who speaks too glibly of his 
abilities in marketing, analysis, planning, 
programing, merchandising, and office 
efficiency and neglects to show the quali- 
fications for the more important tasks. 


Investigate Thoroughly 


On interviewing the prospective sales 
manager, the dealer will do well to in- 
quire into the background, experience, 
and current viewpoint of the prospect in 
relation to each of the four major duties, 
and make this examination on these points 
separately, for knowledge and experience 
are far more important if one has to make 
a choice, than that God-given gift known 
as ability, and it is on this latter quality 
that most sales managers have been hired 
ever since sales management became a 
recognized executive function. 

A good line of questioning could go 
something like this: 

Recruiting. (1) How much recruiting 
experience has the prospect had? (2) 
What source of manpower does he draw 
upon? (3) Why does he prefer employ- 
ment agencies to newspaper advertising 
for getting salesmen? (4) What does he 
think of going after the competitors’ best 
men? (5) What type of background does 
he suggest for heating salesmen—engi- 
neering or intangible selling? (6) What is 
his principal selling theme? Does he sell 
his men on big money possibilities, a ca- 
reer in selling, or a future in the heating 
business? 

Training. If the applicant passes the 
recruiting questioning then take up train- 
ing: (1) What experience in training? 
(2) Does he believe in lecture training, 
written sales courses, or just practical 

(Continued on page 74) 
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Reiccc for Victory—our sole business since 1941— has 
















resulted in new manufacturing techniques and better Delco 
Appliance products. 
Our development of North East magnetos, motors, gun 
directors, engine generators, control instruments, and other 
specialized war products points to improved design and per- 
formance of tomorrow’s DELCcO-HEAT equipment. 

A Detco-HEat Franchise may still be avail- 
able in your territory. Mail the coupon today! 


COMPLETE LINE OF 
AUTOMATIC HEATING 
EQUIPMENT 


Delco-Heat Oil Burners, 
Oiland Gas-Fired Boilers 
and Conditionairs—and 
Automatic Coal Stokers. 















DELCO APPLIANCE DIVISION, Dept. FH65 
General Motors Corporation 
Rochester 1, N. Y. © 





I am interested in the Delco-Heat Plan for Dealers. 
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Range Oil Sales 
By Grades and by States for 1943 
U. S. Bureau of Mines Figures 


(In thousands of barrels) 


NEW ENGLAND STATES 


Kero- No.1 1943 1942 

1 sene Fuel Total Total 
Massachusetts 9,920 331 10,251 11,682 
Connecticut 3,434 174 3,608 3,771 
Rhode Island 1,853 64 1,917 2,292 
Maine 1,311 BA 4,355 F627 

N. Hampshire 810 25 835 914 
Vermont 447 5 452 593 





17,775 643 18,418 20,879 





MIDDLE ATLANTIC STATES 


2 Kero. No.1 1943 1942 
New York 6,286 208 6,494 7,128 
New Jersey 3,019 66 3,085 3,449 
Pennsylvania 858 33 891 919 
Maryland 660 6 666 662 
Dist. of Col. 96 1 97 104 


Delaware 85 17 102 85 





11,004 331- 11,335 12,347 


MIDDLE WESTERN STATES 


3 Kero. No.1 1943 1942 
Illinois 1,862 1,419 3,281 2,789 
Michigan 352 673 1,025 934 


Wisconsin 292 564 856 781 
Iowa 278 600 878 674 
Minnesota 312 438 750 663 
Missouri 573 127 700 553 
Ohio 553 81 634 472 
Indiana 25:7 296 553 439 
Nebraska 260 52 312 177 
Kansas 176 47 223 151 

N. Dakota 73 47 120 107 
S. Dakota 80 26 106 106 





5,068 4,370 9,438 7,846 
WESTERN STATES 
4 Kero. No.1 1943 1942 


California 61 18 79 93 
Montana 36 51 87 59 
Colorado 34 47 81 41 

Wyoming 13 22 3303 


New Mexico 60 9 69 33 
Washington 14 = eee 3 
Oregon 15 ce 15 17 
Utah 4 9 13 16 
Arizona 7 7 14 16 
Idaho 3 3 6 13 
Nevada 2 Hie 2 2 


249 166 415 351 





SOUTHERN STATES 
5 Kero. No.1 1943 1942 


N. Carolina 768 41 809 785 
Florida 689 30 654 
Texas 851 14 865 558 
Georgia 299 22 321 290 

S. Carolina 230 22 252 239 
Virginia 224 57 281 228 
Oklahoma 162 8 162 135 
Arkansas 162 92 254 125 





Tennessee 163 17 180 112 
Louisiana 168 rears Ly | 99 
Alabama 154 46 200 81 
Kentucky 131 1 132 71 
Mississippi 77 21 98 64 
W. Virginia 47 By 47 59 
4,125 366 4.491 3,500 


TOTAL UNITED STATES 
Kero. - No.1 1943 1942 
U. S. Total 38,221 45,876 44,097 44,923 
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U.S. Bureau of Mines Reports 
Fueloil Consumption Detail 


ae OF FUELOIL established another 
record in 1943, according to a survey just 


‘released by A. T. Coumbe, Petroleum 


Economics Div., Bureau of Mines. De- 
liveries of fueloil totaled 690,189,000 
barrels or 17% above 1942 requirements 
of 592,146,000 barréls. Kerosene sales of 
67,815,000 barrels were slightly below 
the 1942 demand of 68,690,000 barrels. 

All principal uses of fueloil showed 
1943 gains except heating oil, which was 
8% lower. Railroad purchases were up 
17%, vessels up 57% and public utilities 
up 9%, although utilities were still be- 
low their record requirements of 1941. 

Residual fuels showed the larger gain 
in 1943, in contrast to 1942 when light 
grades showed the greater increase. Total 
distillate fueloil sales in 1943 were 207,- 
712,000 barrels, against 186,813,000 in 
1942, up 11%. This expanded market for 
light fuels was not caused by rising heat- 
ing oil demand as in former years but was 
definitely due to the pronounced upward 
trend in requirements for Diesel oils for 
rail and ship transportation and other in- 
dustries. 

Lower deliveries of light heating oils in 
1943 prevailed in all parts of the country 
except the Pacific Coast and Rocky 
Mountain regions. Pacific distillate heat- 
ing sales rose from 9,124,000 barrels in 
1942 to 10,255,000 in 1943, largely re- 
sulting from the influx of war workers. 
Rocky Mountain States deliveries, though 
relatively inconsequential, rose from 705,- 
000 barrels to 808,000. 

The demand for light heating oils in 
the East Coast area constitutes about 
60% of national requirements, and there 
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sales declined by 8% from 70,456,900 
barrels in 1942 to 65,082,000 in 1943. In 
New England sales dropped 11%, in the 
Middle Atlantic States 6%. The North 
Central States rank second to the Middle 
Atlantic area as a market for distillate 
heating fuel, with sales of 31,541,000 bar- 
rels in 1943, an 11% decline from 35, 
445,000 barrels in 1942. 

Range oil sales declined only slightly 
during the year, from 44,923,000 barrels 
in 1942 to 44,097,000 barrels in 1943. 
Rationing definitely cut individual con- 
sumption more than this, so evidently 
there was considerable expansion in num- 
ber of range burners and space heaters. 

A review of monthly statistics reveals 
that the upward trend in demand for 
residual fuels evident in 1943 continued 
into 1944, but requirements for the dis- 
tillate grades remained at approximately 
the same level. The market for kerosene, 
which declined slightly in 1943, regis- 
tered a 5% gain in 1944. Greatly in 
creased demand for bunker fuel in 1944 
was evidently the principal factor that 
forced up the residual volume while a 
15% gain in deliveries to electric power 
plants was a secondary cause. 

Purchases of heavy fueloil by railroads 
did not enter into the picture as their re- 
quirements were slightly less in 1944 than 
in 1943. Sales of Diesel fuel to railroads 
and for bunkers to vessels in the foreign 
trade were up substantially in 1944 com- 
pared with 1943 and it is most likely that 
Diesel requirements for military use were 
also larger, so it is evident that the vol- 
ume of light fueloils delivered for heating 
in 1944 dropped for a second consecutive 
year. 


Fueloil Sales 1939-1943, by Uses 


(In millions of barrels) 


SS Oo —_—__—__—_—_RESIDUAL——__—___— 

1939 1940 1941 1942 1943 1939 1940 1941 1942 , 1943 
USES 

97 116 121% 122 113 Heating 39 45 47 47 43 

3 . 4 5 6 No. 1 Sold as Range ne 8 ‘ss Sa . 

2 3 5 6 9 Railroads 61 65 81 100 116 

14 13 11 9 11 Vessels 65 62 57 38 62 

5 5 5 6 6 Utilities 28 28 34 28 31 

6 £; 10 13 15 Industrial 61 67 78 85 84 

1 1 1 1 1 Oil Company Fuel 48 51 54 45 47 

11 2 15 26 48 All Other Uses 16 21 31 63 99 

139 161 173 187 208 TOTAL 318 338 381 405 482 
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Heating Oil Sales 
By Grades and by States 
Official U. S. Bureau of Mines Figures 


(In thousands of 42-gallon barrels) 
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1943 Total Distillate 
No. 2 No.3 No.4 1943 ~ 1942 
7,881 323 123 8,572 9,658 
3,815 367 103 4,335 4,548 
1,845 249 38 2,181 2,426 
741 16 12 fH: 1,034 
819 a 10 866 1,016 
428 9 ; 443 550 
15,529 964 286 ~=17,172 19,232 
No. 2 No. 3 No. 4 1943 1942 
20,401 1,729 773; - 23,741 25,245 
9.537 719 661 10,992 11,899 
4,199 1372 361 6,074 6,085 
2,260 136 LE] 2,302 2,734 
1,496 20 2 1,556 1,819 
221 92 4 339 395 
38,104 4,068 1,918 45,254 48,177 
No. 2 No. 3 No. 4 1943 1942 
4,430 6,233 278 12,201 13,769 
2,591 910 42 4,474 5,201 
1,657 1,116 fo. 4,208 4,679 
1,310 1,897 54 3,688 4,340 
1,878 1,429 45 3,771 4,247 
1,086 368 23 1,898 2,179 
587 447 66 1,296 1,486 
292 859 21 1,376 1,470 
208 705 6 1,293 1,370 
203 56 1] 404 453 
182 53 2 392 382 
193 47 6 295 330 
14,617 14,120 613 35,296 39,906 
No. 2 No.3 No.4 1943 1942 
Sg 1,929 a2 4,235 3,806 
1,894 3,509 2,943 
1,043 1,764 1,540 
155 332 467 
= 184 415 368 
147 34 By 251 193 
41 32 10 143 140 
20 98 9 146 120 
38 45 12 123 100 
28 14 6 87 93 
22 24 a 58 59 
296 5,452 37 11,063 9,829 
No. 2 No.3 No.4 1943 1942 
1,087 19 ay 1,172 1,321 
296 106 17 520 624 
129 266 1 439 497 
133 56 a: 261 362 
145 110 3 269 353° 
113 76 16 232 317 
133 17 9 174 197 
91 62 14 204 192 
44 24 ee 68 130 
39 11 1 73 105 
38 79 7 142 98 
63 44 ’ 121 69 
27 43 82 55 
19 16 39 42 
2,357 929 52 3,796 4,362 
No. 2 No.3 No.4 1943 1942 
70,90 25,533 2,906 112,581 121,506 
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NEW ENGLAND STATES 


1 
Massachusetts 
Connecticut 
Rhode Island 
N. Hampshire 
Maine 


Vermont 


MIDDLE ATLANTIC STATES 


2 
New York 
New Jersey 
Pennsylvania 
Maryland 
Dist. of Col. 


Delaware 


MIDDLE WESTERN STATES 


Illinois 
Minnesota 
Michigan 
Missouri 
Wisconsin 
Iowa 
Indiana 
Nebraska 
Ohio 
S. Dakota 
Kansas 
N. Dakota 


WESTERN STATES 


4 
California 
Washington 
Oregon 
Nevada 
Arizona 
Colorado 
Idaho 
Utah 
Montana 
Wyoming 
New Mexico 


SOUTHERN STATES 


5 
Virginia 
Florida 
N. Carolina 
Louisiana 
Georgia 
Texas 
S. Carolina 
Kentucky 
Arkansas 
Oklahoma 
Alabama 
Tennessee 
W. Virginia 
Mississippi 


TOTAL UNITED STATES 


U, $..%: 





























1943 Total Residuum Grand Totals 
No. 5 No. 6 1943 1942 1943 1942 
421 3,082 3.503 4,313 12,075 13,971 
368 790 1,158 1,639 5,493 6,187 
47 648 695 822 2,876 3,248 
5 243 248 300 1,023 1,334 
Be 186 186 208 1.092. - 33324 
20 66 86 108 529 658 
861 5,015 5,876 7,390 23,048 26.622 
No. 5 No. 6 1943 1942 1943 1942 
774 8,171 8,945 10,262 32,686 35,507 
999 2,884 3,883 4,211 14,875 16,110 
1,359 2,156 3,515 4,266 9,589 10,351 
51 610 661 849 3,213 3,583 
30 524 554 681 2,110 2,500 
20 117 137 151 476 546 
3,233 14,462 17,695 20,420 62,949 68,597 
No. 5 No. 6 1943 1942 1943 1942 
2,436 2,513 4,949 5,563 17,150 19,332 
413 447 530 581 5,004 5,782 
1,119 424 1,543 1,806 5,751 6,485 
1,335 363 1,698 1,730 5,386 6,070 
460 266 726 827 4,497 5,074 
210 57 267 309 2,165 2,488 
407 236 643 758 1,939 2,244 
191 25 216 238 1,592 1,708 
141 54 195 237 1,488 1,607 
10 8 18 23 422 476 
54 41 95 80 487 462 
6 ae 6 10 301 340 
6,782 4,104 10,886 12,162 46,182 52,068 
No. 5 No. 6 1943 1942 1943 1942 
3,496 578 4,074 3,269 8,309 7,075 
1,179 488 1,667 1,895 5,176 4,838 
883 201 1,084 1,015 2,848 2,379 
142 a 142 113 474 580 
58 3 61 47 476 415 
1 10 11 16 262 209 
2 5 7 8 150 148 
4 re 4 aie 150 120 
18 45 63 10 186 110 
7 ‘aa 7 ee 94 93 
ay 5 5 6 63 65 
5,790 1,335 7,125 6,379 18,188 16,208 
No. 5 No. 6 1943 1942 1943 1942 
J 210 210 242 1,382 1,563 
22 378 400 466 920 1,090 
ata 25 25 31 464 528 
6 50 56 94 317 456 
11 44 55 63 324 416 
53 51 104 117 336 434 
5 ad 5 11 179 208 
6 150 156 86 360 278 
ea ard “4 3 68 133 
a ete 13 73 118 
6 6 1 148 99 
71 71 5 192 74 
ch be 82 55 
39 42 
103 985 1,088 1,132 4.884 5,494 
No. 5 No. 6 1943 1942 1943 1942 
16,769 25.901 42,670 47,483 155,251 168,989 
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AVAILABLE 
N40... see 


es |S! cose, Be 
made available under priority 


to essential users only. 











@ We will gladly give you oi 
any help you may need with 
your applications. Just let 
us know. 





MACK-INTERNATIONAL MOTOR TRUCK CORPORATION 


Mack Trucks, Inc., Empire State Building, New York 1, N. Y. 
Factories at Allentown, Pa.; Plainfield, N. J.; New Brunswick, N. J. 
Long Island City, N. Y. Factory branches and dealers in all 
principal cities for service and parts. 








TRUCKS 





FOR EVERY PURPOSE 


ONE TON TO FORTY-FIVE TONS 
PERFORMANCE COUNTS pS 8 Ona 
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oomow we're set fo talk sales wern OL) 


@ You’ve known for a long time what your customers want in 
HERE’S THE HEIL postwar oil heating designs—and the type of product you need 


POSTWAR PROGRAM for more profitable sales. 
Now in the new Heil line you’ll find the features you have 


been looking for. New in every detail, smartly styled and soundly 
oe engineered in the Heil tradition, this new line is tested and 
Complete line of conversion ready for production when war restrictions are lifted. Here are 
oil burners, boiler-burner and types and sizes for every domestic heating requirement—at 
furnace-burner units. ° 
prices that appeal to any pocketbook. 
New designs feature Sener But that’s not all. To acquaint your customers thoroughly 
thility ie seeped seevine: with the advantages of Heil oil heating equipment—to assist 
and maintenance. i 
2 ‘ : you in making more postwar sales and profits—we have prepared 
4 Ualfoomity eiancign sahoene: a powerful advertising and sales promotion campaign that 
struction throughout entire ja i ‘ 
Sey features tested merchandising ideas and sales aids. 
WRITE NOW FOR DEALER FRANCHISE INFORMATION 


§ Attractive price structure as- 
suring generous profit. ° . ee ee 9 . 
ss P Seeing is believing. You are invited to look over our designs and 


& moti and Earepinigaabe a merchandising plans now. A letter will bring you the complete 
ee eee Heil story so you can convince yourself that a Heil franchise 


selling easier. 
means more postwar profits for you. 


THe HEIL co. 


DEPARTMENT F-1, MILWAUKEE, WISCONSIN 


| Mauupacturers of Luality rbutematic Heating Equipment Stace (924 


gd 


/ 





]_ Smart styling, sound engi- 
neering, dependable perform- 


REE EERE IA Se ty ea ee 

















Industry Meetings 


Activities of local and national indus- 
try associations will be reported monthly 
in this department. Secretaries are invited 
to send reports of their group’s activities, 
to reach the editor by the 20th. 


ASHVE Studies Duct Friction 


AIR DUCT FRICTION will be a major study 
at the Research Laboratory of the Ameri- 
can Society of Heating & Ventilating En- 
gineers,’Cleveland, under the direction of 
the Technical Advisory Committee on 


Air Distribution and Air Friction. Prof. 
D. K. Wright of Cleveland, a member of 
the subcommittee in charge of the re- 
search, has pointed out that present tests 
that have been made in the past have been 
restricted to the lower portion of standard 
friction charts. He indicated that charts in 
general use tend: 

(1) To give friction values too low in 
the upper range if satisfactory in the low 
range, or too high in the middle if satis- 
factory at the top and bottom. 

(2) To over-emphasize the effect of 
change of diameter in the low velocity 
range. 








FIRST IN ITS FIELD 


The Dongan was the first of all transformers to 
be listed by the Underwriters’ Laboratories as 
standard for oil-burner ignition. 
transformer superior to the Dongan, regardless 


of price. 


oa? 


2981 Franklin 


The Dongan Line 
Since Nineteen-Nine 
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DONGAN ELECTRIC MFG. CO. ae 





There’s no 





Detroit 7, Mich. 





(3) To under-emphasize the effect of 
change of diameter in the high velocity 
range. 


Buffalo Chapter Elects 


NEW OFFICERS elected by the Western 
New York Chapter of the ASHVE at 
Buffalo are: F. Albert Moesel, president; 
H. Seelbach, Jr., 1st vice-president; 
George Adema, 2nd vice-president; B. C. 
Candee, treasurer, and John S. Meyer, 
secretary. Also elected to the Board of 
Governors were Myron C. Beman, Joseph 
Davis, W. R. Heath, and Ross Farnan. 
Retiring president Sherman Strouse was 
presented with a certificate of commenda- 
tion for his work during the 1944-45 year. 


OHI of N. E. Elects 


OIL-HEAT INSTITUTE OF NEW ENGLAND 
held its annual meeting and the first meet- 
ing of the new board of directors at Bos- 
ton, April 18, and elected Donald G. 
Clark, Worcester; Robert T. Platka, Bur- 
lington, Vt.; Harold W. Loveren, Dover, 
N. H.; Thomas J. Reagan, New Bedford, 


‘Mass.; and Ivan C. Sutherland, Lynn, di 


rectors for three-year terms, and Don P. 
Hobbs, Malden, Mass., for a two-year 
term. The directors named the following 
officers: Edward P. Hacker, Portland, 
Me., president; Francis Gilbane, Paw: 
tucket, R. I., 1st vice president; Russell 
Swett, Springfield, Mass., 2nd vice presi 
dent; and Fred N. Beckwith, Boston, sec’ 
retary and treasurer. A. W. Barr, Boston, 
was named representative of the Associate 
members. 


N. E. Starts Schools 


’ SERVICE SCHOOLS for members of the Oil 


Heat Institute of New England will start 
June 18, under the direction of Otto V. 
T. Urban, director of education, accord 
ing to Fred N. Beckwith, executive secre’ 
tary. The course of installation and ser- 
vice instruction will continue for twelve 
weeks with one school session each week 
for employees of member companies. 
Sessions will start June 18 at Worces 
ter, Mass.; June 19 at Springfield, Mass.; 
June 20 at Hartford, Conn.; and June 2! 
at Providence, R. I. Lessons will follow 
the same order of rotation each week from 
Monday through Thursday, except that 
the weeks of July 2 and September 3 will 
be omitted from the schedule because of 
the holidays that fall in those weeks. 
Plans call for other school circuits cow 
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a Mass. Oil Heat Meets 
nt; | MASSACHUSETTS OIL HEATING Association 
-C. } held its last monthly meeting before the 
yer, | summer vacation on May 15, at the Fox 

of | and Hounds Club, Boston. The speaker of 
eph | the evening was T. A. Hodgdon, director 
an. }of marketing for Harvey-Whipple, Inc., 
was | Springfield, Mass., who spoke on “What's 
da- Jin Store for the Oil Heating Dealer in 


> « id _ 4 : 
sar. ff Massachusetts? : Prepar<d pro- sonal: 


« ON WASTE” and sayij 
° . ying pects to collect thou 
Wisconsin Issues Booklet sands .of card 


ND 9} AN INEXPENSIVE BOOKLET that is designed 
>et- ff to be mailed to oilburner users to urge a 
Sos’ (J summer clean-up has been issued by the 
G. § Advertising Committee of the Wisconsin 
jury § Oil-Heat Association, Milwaukee. The 
ver, booklets are 3 by 6 inches overall, and are 
wd, ¥ intended to be used as stuffers with any 
di § bills or other mailings going to customers. 
P. | This effort is in line with the advice by 
ear § government agencies to put heating equip- 
ing ¥ ment in good working order before the 
nd, start of next heating season. 









First in sales—foremost in 
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sell | Atlantic Conference to Meet 


esl’ THE SECOND ANNUAL MEETING of the At- 
sec’ B lantic Coast Oil Conference, Inc., will be 
on, J held at the Hotel Commodore, New York, 
ate fat 3 p.m. June 14. A cocktail hour will 
follow the meeting, after which there will 





The H. C. Little Oil-Burning 
Floor Furnace is... 

THE FIRST unit of j 

be Uns 8 2 ied by 


THE FIRST wi ar 
So it can’t vb gy tmo-Limit Control, 















THE aia ; 
be a dinner. A special program for the a Ee Ignition. vaporizing burner formes easy? 
evening is being prepared, according to yd 3 oil. Unit of its kind listed for No. fae Floss _ ee 
Oil | Clyde G. Morrill, executive secretary. MP i: py od ~ high NET profits to hun- 3; basement... 0 — 
art NYOHA PI D; nha roughout America. list od Se 7 Tahoe . 
V. | ans Virectory on Bora sr all the facts and figures deen Has ex. 
unit ectric Ignition 


with automatic control... 
exclusive burner with no 
Moving parts... exclusive 
Thermo-Limit Control... 
Burns cheap No. 3 oil. 


rd’ JADIRECTORY AND HAND BOOK for the year Dart ay aritte’s your chance to capture 

re 91945-1946 j : Part of the small-home market—to sa wc 

“] is being planned by the New share of the oil-burner business - hich 
. . e . . , i ° Ww 

ser’ York Oil Heating Association. This pub- alia Write today for the facts and 

Ive lication will contain a listing of the mem- 

eek bership, officers and directors. The direc- 


tory is an annual publication of the asso- 
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ses’ WClation, and carries much pertinent in- ® siete oe CO., San Rafael, Cal. ? 
Z e s sures on a : 

ss; I formation for its membership. <acehaamean re iretieae) 
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ow } ee J 
7 : : | Add I 
om ve 

W. A. Russell, second vice president Factory Branches and Warehouse Stacia # eee aa 
hat fof the Ameri Soci f Heati d timore, Chicago, St. Petersburg, I I 

1e American Society of Heating an Moines, Seattle & Pactland (Orc; Lo 1 


vill [Ventilating Engineers, died on May 12 in 
of $Kansas City, Mo. At the time of his death, 
Mr. Russell was district manager for the 
ow Hoffman Specialty Co., Kansas City. 


: 
é o// heat 

















Restrictions Off Burners 


(Continued from page 42) 


necessary to get a certificate from PAW 
for a new installation, and to get a fueloil 
ration from OPA in order to receive the 
oil to burn in it. New burnets can as yet 
be used only for necessary replacement 
of worn or damaged equipment. 

The War Production Board has issued 
a summary of its policies for Period One, 
that time between the end of the Euro- 
pean War and the end of the Japanese 


War. During the third quarter this year 
the Controlled Materials Plan will oper- 
ate the same as it has in the past, except 
that it will be open-ended after July 1, to 
permit materials without CMP allotments. 

‘In other words,” WPB explains, “or- 
ders may be placed immediately for de- 
liveries to be made after July 1, 1945. 
During the remainder of the second quar- 
ter, however, deliveries can be made only 
on authorized CMP orders. It must be 
clearly understood that permission to 
place an unrated order does not guarantee 
delivery of that order. 





Vlew FUEL OIL 
METERS 






Stocks at Convenient Points 
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For fuel oil trucks, portable 
units, industrial burner fuel 
metering. For flows to 40 G. 
P. M. Working pressures to 
125 lbs. P. S. I. Screwed con- 
nections 1-1/4" size. A small 
meter with high capacity. 


Fuel oil meter illustrated with three different 
sets of accessories. Model H-3Z equipped with 
large numeral register, ticket printer, auto- 
matic predetermining set stop and air elim- 
inator. Both strainer and back pressure valve 
are built into the meter. Body constructed 
of close grained cast iron heavily cadmium 
plated. Accurate, compact, simple to install. 
For information contact nearest representa- 
tive today. 


Built on the simple SMITH ROTARY PRIN- 
CIPLE—dependable, accurate and fast, the de- 
sign that revolutionized the meter industry. 


~ SMITH METER COMPANY 


‘Subsidiary of A. O. Smith Corporation + Factory — 5743 Smithway, Los moaetet 22, Calif. 
Sales Officés: New York, Chicago, Houston, Los Angele 
















- Local Agaids in All Kaen: Cities 





Me Se eas 3 pass ANS vasisaeabenees ea. 


“Through the third quarter, 1945, and 
in some cases for the balance of the year, 
existing civilian programs already author. 
ized will continue to receive affirmative 
priorities assistance, including CMP al 
lotments for production materials. The 
production of additional civilian products 
will not receive such affirmative assistance 
on a program basis except where it is de- 
termined by the Requirements Commit. 
tee that such assistance is needed to meet 
minimum war supporting or critical civil. 
ian and export needs.” 


It is understood that some components 
have become so short that the Require- 
ments Committee may be asked to give 
help. Control production for civilian use 
has dropped so low that it is not now 
keeping up with current demand and 
stocks are all but gone. It may become 
necessary to give control manufacturers 
some relief from their other production, 
and make manpower and materials avail- 
able to make controls for civilian use. Any 
fuel conservation program is seriously 
hampered by the lack of controls for oil- 
burners, stokers and gasburners. 

Spot authorizations (under PR-25) 
will continue only through the rest of the 
second quarter, except that it may be used 
oniy for authorizing greater production |, 
than is allowed under the few remaining 
limitation orders. It will be subject to 
manpower clearances on larger producers 
in tight labor areas, and will not grant 
affirmative priorities assistance. 

“In Group I and II WMC Labor 
Areas,” WPB continues, “manpower 
clearances will be required for increases 
in programmed production, but only for 
plants with more than 100 wage earners. 
These manpower clearances will not be 
required for unrated civilian production, 
except under ‘spot’ authorizations in the 
case of remaining production control or’ 
ders. 

“A new regulation, PR-27, is being is 
sued to give to manufacturers, including 
veterans and new enterprizes, who pro 
duce less than $50,000 worth of products 
per quarter, the right to use AA-4 prefer’ 
ence ratings and to placed deferred (Z-3) 
CMP orders for production materials.” 

Limitation orders which will remain in 
effect in their present or modified form 
include L-79, covering distribution of 
plumbing and heating equipment and L’ 
23-c covering domestic non-electric heat’ 
ing and cooking stoves. 
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To Change from 1-Pipe to 2-Pipe System 


This is easily accomplished by merely reversing the 
strainer cover and placing locating screw {see orrow} 
under figure "1" for one-pipe system and under figure 
"2" for two-pipe system. 
























Webster Electric 
Transformers have 
gained wide acclaim 
for their quality and 
dependability. 


Racine, Wisconsin, U.S.A. » Established 1909 « Export Dept.: 13 E. 40th Street, New York (16), N.Y. Cable Address ‘‘ARLAB” New York City 
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‘Where Quality is a Responsibility and Fair Dealing an Obligation” 





... the Keynote of All 
WEBSTER ELECTRIC 


Valve Improvements 


In the Webster Electric duplex bellows valve, im- 
provements have been continuous over the years— 
always pointing toward greater serviceability. 


Here is shown how the two main assemblies are 
removed. This is done by removal of cover, with a 
common screwdriver, and the bottom valve needle 
assembly with an ordinary adjustable end wrench. 
The bellows assembly is complete and ready for in- 
spection and cleaning. The bottom needle assembly 
can be further dis-assembled into its components. 
Assembly is made foolproof by ingenious design. 
Parts made. of carefully chosen materials can go to- 
gether only in the correct manner. 


As a result, service-men can depend upon smooth, 
accurate pressure adjustment and positive, clean 
cut-off. 


Even though this construction represents great strides 
toward better performance, fewer parts, longer life, 
and greater serviceability, we at Webster Electric 
will continue to search for new and better ways to 
enhance these features. 





WEBSTER ELECTRIC 
TYPE “T” FUEL UNIT 
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Range Oil Growth 


(Continued from page 41) 


sene distributing route. Results prove, 
however, that such a plan is not feasible. 
Although the products are allied, it is 
quite evident that the business operations 
are entirely foreign. The customs of each 
are different, and both operations need 
close proprietorship, attention, and man- 
agement in order to be successful, or at 
least’ obtain the optimum profit. A really 
successful kerosene dealer should be ca- 
pable of selling, installing, maintaining, 


and fueling the range oil burner. 

Let me detail the operations of one of 
the most successful dealers with whom I 
am familiar. He operated two tank-trucks 
and a coal truck in the busiest seasons. He, 
himself, attended to the selling and in- 
stallation of range oil burners. He trained 
his truckman to make small burner ad- 
justments and maintenance, if not too 
much time was involved. This naturally 
kept costs down and prevented more seri- 
ous trouble, which would have required a 
special trip of the proprietor himself. He 
has installed as many as three hundred 





IN THERE PITCHING 








During the past winter—as in previous winters 
—thousands of Herco Oil Burners in homes all 
over America delivered dependable, low-cost 
heat for thousands of satisfied owners. 


Not a few of these Hercos are veterans—with 
many years of top-notch performance to their 
credit. Yet they’ve stood up under wartime 
“extra innings” with almost incredible eff- 
ciency. 


Their shining record of oil burner perform- 
ance assures Herco dealers of record breaking 
post-war demands. A postcard will bring you 
full information on a Herco dealership—write 





sag itt wantoo plies 
GC fe eP 


HERCO 


The Oil - Thrifty 
OIL BURNER 








HERCO OIL BURNER CORPORATION, Lancaster, Pa. 
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burners in a season. A dissatisfied cus: 
tomer received much _ consideraticn, 
whether the dissatisfaction was real or 
fancied. He would sometimes remove the 
complete burner unit. This burner he 
would repair and put in excellent working 
order and sell it to another customer at a 
reduced price. Usually, the original cus 
tomer would want to return to the con- 
venience of oil, whereupon, he would in- 
stall the very latest type of burner. In 
this way, he created two customers, both 
of them permanently satisfied and the 
source of additional prospects. This man’s 
method assured progress and increased 
growth. Of course, the dealer could not 
afford to be so considerate were it not for 
the fact that he was also an oil supplier; 
and regular route deliveries in a very 
small congested area helped bring in sufh- 
cient profits to offset, in this particular 
case, the oil burner loss. 


I was in the Laurentian Mountains re- 
cently, about one hundred miles north of 
Montreal, Canada, and I was surprised to 
find many farmers favoring the use of 
range oil, notwithstanding the fact that 
wood was free, and coal was produced 
only a few miles away, therefore, cheaper 
to use than oil. One farmer told me that 
he used kerosene because he liked the 
automatic operation and more even heat. 
He said he was paying six dollars per bar: 
rel delivered, which, as you can see, does 
not seem an exorbitant price. From the 
newspapers, I discovered that there was 
considerable opposition from the coal op- 
erators to the use of oil in this Province. 
The people of the Province were petition 
ing various authorities to do something 
about it, complaining, among other things, 
that it would reduce employment in the 


coal fields. 


To predict a steady increase in the sale 
of range oil burners is not presumptuous, 
since their easy automatic functioning 
provides an ever-ready cooking range; an 
ever-ready apparatus for heating water 
and providing even heat. In addition, 
range oil burners require only a minimum 
amount of effort on the part of the user: 
therefore, they have become advertisers 
in themselves. 


Our returning veterans will be likely 


_ to see a business opportunity in promoting 


the sale of the range oil burner. I believe 
they will be ready to seize the oppor 
tunity, especially veterans who are sore’ 
what depleted physically; hence, in need 
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of work which will keep them out-of-doors 
where the sun, fresh-air, and a reasonable 
amount of unregimented exercise is an 
assured part of the job. The promotion of 
a commodity which has proved itself, as 
is the case with the range oil burner, 
would be stimulating. The increase in dis- 
tribution due to their efforts might give 
these veterans the salesman’s thrill, since 
every additional customer proves selling- 
ability. Thus would be added the expecta- 
tion of and the right to extra remunera- 
tion in an expanding business: the busi- 
ness of increasing the sales of the neatest, 
simplest, cleanest apparatus on the mar- 
ket for cooking—the kerosene oil range. 


M7 
OHI Annual Meeting 


(Continued from page 42) 


Mr. Hess reported that a service train- 
ing text is nearing completion, and will 
shortly be made available to the member- 
ship, after which work will be started on 
the revision of the Handbook of Oil Burn- 
ing. He also recommended that a full-time 
field man be appointed to work with the 
Distribution Division membership. 

On taking office Mr. Matheson asked 
for all possible oilburner production to 
meet the replacement demand. He recog- 
nized that many of the larger manufactur- 
ers were so involved in war work that 
they would not be able to produce, but he 
called upon all elements of the industry 
who can make burners to do so. 

There was discussion of the possibility 
of better fueloil supply in the near future, 
and a committee was named to investigate 
the possibilities with PAW in Washing- 
ton. Opinion seemed to indicate that 
there was little likelihood of any immedi- 
ate increase in the fueloil supply, but the 
committee has been named to get facts. 

Attention of the meeting was called 
to a new booklet issued by the Institute 
for consumer prospects entitled, “Auto- 
matically .. . The Heat for Tomorrow.” 
The booklet tells the story of a plentiful 
oil supply which will be available for 
residential heating after the war. 

The next meeting of the Board of Di- 
rectors was set for July 10 at New York. 


© 


William Howard Collins has been ap- 
pointed assistant director of the Division 
of Materials, of PAW. 
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FUEL-OIL 
GAUGE 


Patented 






All Mel-Gauges come equipped 
with the new, improved rotating 
float which assures exact measure- 
ment, at all times, of tank contents. 




















MODEL C rl 





Now is the time to check your outstanding orders for fuel oil tank 
installations and order a sufficient number of gauges to take care of 
your post-war requirements. Be sure and consider the many exclu- 
sive features to be obtained in ordering adjustable MEL-GAUGES... 
see for yourself how this patented adjustable feature can boost your 


jie 


EAST HAVEN, CONNECTICUT 








sales and simplify your instal- 
' lation problems. 


Write for Folder 


We will be pleased to mail you our file 
size folder showing the Model Al and 
Model C MEL-GAUGES. Orders for MEL- 
GAUGES are filed for completion when 
war restrictions are lifted. 
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Sales Manager 
(Continued from page 46) 


training by working with his men in the 
field? (3) Does he place more emphasis on 
product knowledge or selling technique? 
(4) How much initial training would he 
give his men before sending them out to 
sell? (5) Has his experience equipped him 
to train men in selling housewives or does 
he believe in approaching the man of the 
family at the place of business first? 
Sales Promotion. What ideas does the 
applicant have about proposal forms— 


give away items as door openers for his 
salesmen to use while canvassing, sales 
contests, incentive awards, prospect con- 
tests for church and club groups—in other 
words, does he know what sales promo- 
tion means? 

Direction and Management. (1) Does 
this man who seeks an opportunity to 
manage a sales department believe in daily 
sales meetings? (2) What is his attitude 
towards daily reports? (3) How many 
men would he employ? (4) Would he 
employ any field supervisors? (5) How 
much advertising would he need to sup- 





SILOO Fuel Oil Tank Solvent is the sure, safe, easy way to solve many oil burner 
troubles. Elimination of clogged pipe lines, oil strainers, oil filters and burners 


means trouble-free operation. 


SILOO Fuel Oil Tank Solvent is the result of fifteen years research in the lab- 
oratories of Petroleum Solvents Corporation, one of the leading manufacturers of 
solvents for petroleum residues. Its action is immediate and positive. It is non- 
explosive, non-inflammable, non-corrosive, non-toxic and neutralizes acids. 


SILOO Fuel Oil Tank Solvent is 





on CLEANING FM 
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nationally advertised in twenty- 
five magazines. It assures satisfied 
customers and cuts down free serv- 
ice calls. Write for information 
about the profitable distribution 
and sale of SILOO Fuel Oil Tank 
Solvent. 





Petroleum Solvents Corp. 


Solvents for all types of 
petroleum residues 


331 Madison Ave., New York 17 
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port his sales efforts? (6) Would be con- 
fine his men to sales territories or does he 
think it best for them to work wherever 
they choose? (8) What is his attitude 
about drawing \accounts and salesmen’s 
remuneration in general? 

It the dealer will prepare such a list of 
questions and will make careful notes of 
the answers, he will possess concrete ma- 
terial from which a study can be made, 
and the study of the applicant should be 
made from the facts after the notes are 
cold. This is important, for if a decision is 
arrived at immediately after the inter- 
view, it should not be surprising if the 
decision were greatly influenced by the 
strength of the man’s personality rather 
than by his experience and knowledge of 
the work. 


Not an Exact Science 


Many of the questions that will be 
asked of prospective sales managers may 
never be answered to complete satisfac- 
tion for any dealer because the techniques 
of selling and management are not con- 
sidered by most people to have reached 
the state of an exact science as yet, never’ 
theless the more definite questions that 
can be asked and answers recorded, the 
better the picture that can be drawn. 

Throughout this discourse, a certain 
experience has kept coming to mind again 
and again to distract us from what might 
have been a more successful effort to deal 
with this subject. A certain midwestern 
dealer some time ago told us of hiring a 
sales manager at $10,000 a year and then 
watching with growing disgust for a year 
and a half this big handsome personality 
boy stumble through trial-and-error in his 
attempt to sell oilheating. The losses final- 
ly reached many thousands of dollars and 
the dealer called a halt. He said this man 
had everything, including twenty-two 
years in selling securities to the hard- 
headed business men of his town. Did we 
know what was wrong? We asked if the 
man taught his men to canvass for pros 
pects and the dealer said that his fellow 
did not believe in approaching the home. 
He spent his year and a half trying to 
prove that the place to sell heating was 
at the man’s office. Well, the sales man- 
ager did not prove his point but he col- 
lected $15,000 for his ignoble experiment 
thereby proving that there is money in the 
oilburner business even if not always 
wisely spent. 
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How a General Electric Automatic Heating Dealership 
Will Help You Cash In on the Postwar Home Heating Boom 


In your locality, hundreds of indi- 
viduals will build new homes... 
hundreds more will replace old, 
worn-out heating plants... after 


Total Victory. 


That’s the market that will be 
ready and waiting for you...and one 
you can easily crack when you offer 


G-E Automatic Heating Equipment. 


And you don’t need a high-pres- 
sure sales talk to sell G-E. Your 
prospects know—from the word-of- 
mouth boasts of satisfied users, from 
consistent G-E advertising and pro- 
motion—that General Electric means 


tops in comfortable, thrifty heating. 
They have full confidence in the 
quality, integrity and research that 
stand back of the G-E monogram. 


There’s clear-cut proof of this 
popular preference in the sales rec- 
ords of speculative builders. In two 
developments, where buyers had a 
choice of heating systems, 50 out of 
150 and 73 out of 173, chose the G-E 
equipped homes—and paid extra to 
get them! 


The evidence piles up! In another 
development . . . where G- E units 
were featured in the advertising... 


BUY...and hold...WAR BONDS 


78 houses were sold in the first 
four weeks! 


The equipment that cansell houses 
can certainly sell itself! And post- 
war, G-E units will have new sales 
advantages —low cost, higher econ- 
omies, “packaged” construction for 
easier installation. 


Get ready now for your share of 
the postwar heating market, with 
this profit-opportunity line ...write 
for the facts on a G-E dealership. 
General Electric Company, Air Con- 
ditioning Department, Section 5486, 
Bloomfield, New Jersey. 


GENERAL @ ELECTRIC 


Automatic Heating Equipment 


Tune in: The ‘'G-E HOUSE PARTY” every afternoon, Monday through Friday, 4p,m., EWT, CBS... The “G-E ALL-GIRL ORCHESTRA,” Sundays, 10 p. m., EWT, NBC... 
“‘THE WORLD TODAY’’ News, Monday through Friday, 6:45 p.m., EWT, CBS 
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Equipment Manufacturers’ Activities 


Eureka Vacuum Cleaner Plans 


Purchase of Oil-O-Matic 


AGREEMENT HAS BEEN REACHED by the 
directors of the Eureka Vacuum Cleaner 
Company, Detroit, and the Williams Oil- 
O-Matic Heating Corporation, Blooming- 
ton, IIl., to merge the two companies into 
a single organization. Reported plans call 
for Eureka to purchase 245,000 of Oil- 
O-Matic stock held by Walter W. Wil- 
liams for $1,386,000, thereby acquiring 
about 57% of the outstanding Oil-O- 
Matic stock. Mr. Williams would with- 
draw from all contact with the company. 
W. A. Matheson, president of Oil-O- 
Matic, would resign to become vice-presi- 
dent of Eureka in charge of the Williams 
Oil-O-Matic Division. Other Oil-O-Matic 
officials have been invited to stay with the 
company. Stockholders of the two compa- 
nies have approved the merger. 

Other Oil-O-Matic stockholders will be 
offered $5.16 a share for their stock, or 
an exchange for Eureka stock on about a 
one-for-two basis, since Oil-O-Matic stock 
is selling at about $7 a share on the Chi- 


cago Exchange, and Eureka is selling at 
about $14 a share. 

Eureka is reported to have plans for 
enlarging its appliance line from vacuum 
cleaners into sink garbage disposal units 
and a cordless electric iron. Oil-O-Matic, 
besides its oilfired equipment started to 
produce the Ice-O-Matic domestic refrig- 
erator in 1929, and more recently has 
built the Air-O-Matic air conditioning 
unit. It is pointed out that Eureka would 
acquire in the deal the modern Oil-O- 
Matic plant at Bloomington where the 
labor market is more favorable than in 


Detroit. 
© 
Richmond Buys Plant 


THE SANITARY WARE plant of the General 
Ceramics Co. in Metuchen, N. J., has 
been purchased by the Richmond Radi- 
ator Co., according to Henry L. Charlton, 
Richmond’s president. The purchase 
opens a new venture for the Company, 
that of making and marketing general 
plumbing fixtures. 





BLACK and VW EULTIE are all you'll ever 


see on a Rochester Gauge Dial... 


You'll never see a discolored dialon a mechanical connection between the two. 


Balloffet Gets Third “E” 


BALLOFFET DIES & NOZZLE CO., INC., Gut 
tenberg, N. J., has won for the third time 
the Army-Navy Production Awarc for 
high achievement in the production of 
war material. This is said to be the only 
diamond die firm in the country to have 
won the distinction. 


Maid-O-Mist Moves 


MAID-O-MIST, INC. has moved its office and 
factory to new and larger quarters at 
3217-19 N. Pulaksi Road, Chicago 41, 
Ill. The Company makes automatic hu- 
midifiers and other heating specialties. 
















Henry Furnace Buys Mayn 


THE HENRY FURNACE CO., Medina, Ohio, 
manufacturers of Moncrief heating equip. 
ment, has acquired the exclusive manu 
facturing and selling rights to the Mayn 
Air damper. Installed in the stack head, 
this damper takes the place of dampers 
customarily placed*in basement ducts. 


Clayton & Lambert Buys Lamneck 


CLAYTON & LAMBERT MEG. CO., Detroit, 
has bought all of the fixed assets and in 


Two dials—with bold, well spaced cali- 
brations. One for the owner in the base- 
mentand one forthe delivery manoutside. 

Install Rochester Gauges for long 
lasting, trouble-free service. Available 
from your jobber. 


Rochester Tank Gauge. No possibility of 
dial-discoloring fumes or vapor penetrat- 
ing through to the dial of a Rochester Tank 
Gauge—one year or ten years after instal- 
lation. A powerful magnet, moving with 
the float actuates the dial without any 














3175 pL 









Both dials on Rochester 
Gauges are the same size 
as shown in illustration. 

















ROCHESTER MANUFACTURING CO., INC. 


8 ROCKWOOD STREET ROCHESTER 10, N. Y. 
Makers of Fine Gauges — “For the True Inside Story” 
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=The Modern Name for 
cit HOT WATER AT ITS BEST 


Soundly developed before the war, and recently improved to exceed the most 
r modern requirements, Triplex Flow Control Equipment has lifted hot water out 
of ordinary competition to a new peak of popularity. Today it is TRIPLEX 
HEATING — hot water at its best! For the advanced design and precision con- 
struction of Triplex products assure the most efficient, dependable operation 
of any hot water system—healthful, unvarying, controlled heat, regardless of 











; exterior temperature variations — lower installation costs—lower fuel costs — Direct Drive Ciseuleters 
ad abundant hot water for domestic use, both winter and summer. Line up with 
e, Triplex today, and be ready to cash in on this rapidly-growing demand for hot 
ig water at its best—in homes, apartments, stores, factories, and public buildings. 
le 
* In addition to units illustrated, the Triplex line includes — 
Pressure Tanks ¢ Pressure Regulators ¢ Pressure and Temperature Relief Valves « 
One-Pipe Fittings « Temperature Regulating Domestic Water Valves e Barometric 
Stack Controls « and Electrical Controls. Flow-Control Valves 
DISTRIBUTED THROUGH RECOGNIZED WHOLESALERS 
C. 





PERU, INDIANA 





, Relief and Pressure-Reducing 
Valves 
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ventories of Lamneck Products, Inc. Perl 
S. Miller, Lamneck’s president, states that 
he has sold the business because of ill 
health, which has kept him inactive for 
some time. Lamneck’s line of heating 
ducts, fittings and grilles will be continued 
under the new ownership. 


Mueller Holds Conference 


THE MUELLER FURNACE CO., Milwaukee, 
held its first sales and planning confer- 
ence since Pearl Harbor during the last 
week in April. It was attended by all 
principal management and field person- 
nel. Future plans were presented, includ- 
ing the introduction of several new post- 
war heating and airconditioning products. 


Heatrola Appoints O’Loughlin 


THE ESTATE HEATROLA STOVE CO., Hamil- 
ton, Ohio, has appointed T. A. O’Lough- 
lin & Co., Newark, their exclusive dis- 
tributor for the Northern New Jersey 
area. 


General Filters Counter Displays 


GENERAL FILTERS, INC., Detroit, has 
placed several hundred impressive counter 


displays in salesrooms of supply whole- 
salers in recent weeks. On the display 
panel are mounted two models of fueloil 
filters with an explanation of why filters 
are particularly important today. 


Carrier Gets Quality Award 


CARRIER CORP., Syracuse manufacturer of 
airconditioning equipment, has been 
awarded an Approved Quality Control 
Rating by the Air Technical Service Com- 
mand, Army Air Forces, indicating “ex- 
ceptional efficiency of inspection person- 
nel and procedure.” 


Duo Therm Appoints 


DUO-THERM DIVISION of the Motor Wheel 
Corp., Lansing, Mich., has announced the 
following distributor appointments: C. R. 
Rogers Co., Pittsburgh, in Western Penn- 
sylvania; Four States Distributing Co., 
Springfield, Mo., in Southwestern Mis- 
souri; McDonald Brothers, Memphis, and 
Bomar Appliance Co., Knoxville, to cover 
Tennessee; Bluefield Supply Co., Blue- 
field, W. Va., in Southern West Virginia, 
Western Virginia, and Eastern Ken- 
tucky; Ark-La-Tex Wholesale Co., 


Shreveport, in Northern Louisiana and 
part of Texas; and Arkansas Electric Co, 
Little Rock, will cover a large portion of 


Arkansas. 
© 


PREFERRED UTILITIES Mfg. Corp., New 
York, has issued a new catalog, Bulletin 
No. 200 B, on its heavy duty fueloil burn. 
ing ranges for marine and commercial 
cooking and baking. These units are fired 
with horizontal rotary burners firing from 
¥e to 1Y2 gph. Ranges are supplied with 
a single oven (Model 140) having a cook- 
ing top 48 by 38 ins., or with two ovens 
(Model 160) having a cooking top 72 by 
38 ins. Ranges are all steel construction. 


FARR Company, Los Angeles, has pub- 
lished a four-page bulletin entitled ‘Far: 
Air Filters,” which describes and illus: 
trates a new type of Air Filter in designs 
for all industries including Marine, Rail- 
road, Aviation, Small Engine, Diesel En- 
gine Assembly, Round and Automatic 
Cleaning Rotary types. This educational 
bulletin contains technical information 
and graph charts valuable in any filter 
problem. 
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© COMPLETE LINE OF HOME EQUIPMENT 
® BROAD ADVERTISING PROGRAM 
© SELLING HELPS THAT SELL! 


» 


WAYNE 
AUTOMATIC 
WATER SYSTEMS 
FOR DEEP WELLS 


New streamlined units. 

Higher peaks of perform- 

ance and capacity. Sound 
engineering. 





YOU MAKE GREATER PROFITS IN 
THE POPULAR PRICE RANGE! 


WAYNE OIL BURNER COMPANY, Fort Wayne 4 Indiana 


Another New Unit Will Be Featured Next Month — Watch for it. 
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1451 Broadway, New York 18, N. Y. 


7. Reduces carbon and soot 

8. Improves combustion : 

9. Gives cleaner firing, faster . | é 
heating ,- 

10. increases furnace and 
boiler capacity 

11. Eliminates oil odors, 
chimneys, Putts 

12. Refractory brick work lasts 
longer we 
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KLEEN-FLO increases oil 

burner efficiency—one quart 

conditions 500 gallons of oil 

—simply add thru oil fill 

line. Feature KLEEN-FLO 

—get EXTRA year-round 

profits 

1—By selling to your present 
customers 

2—By attracting NEW cus- 
tomers 

3—By saving on labor costs 

Get the profit making facts. 

COMBUSTION 

UTILITIES CORPORATION 
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Los Angeles Office: wee 
Suite 1119—742 South Hill Street 
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ir TAKES MORE THAN FINE PROMISES. 
rs TO MAKE A DEALERSHIP Last! 
letin The real test comes in the years that follow the “honeymoon” ... in the years 
a when you learn how well those easy promises are kept. 
cia ‘ e 


It’s not just an accident that 75% of the dealerships we have established in the 
hen past 42 years are still going strong .. . still mutually profitable . . . still mutually 
AVH BURNER cordial. That fact will tell you that Johnson Burners are what we claim them to 


fired The Heavy Duty 


with 

o0k- peavey athe nen be, and that we believe in keeping not only the letter but the spirit of our agree- 
vens is fully automatic pre-heater aces 

d by type with a long record of It will pay you to remember this if you are considering a 
ion. extracedinary fuel economy. complete oil burner “line” that will make money and friends 
ds for you. And don’t forget that no other burners can offer 
ng hs tities greater economy and dependability nor more advanced engi- 
“i neering than time-tested Johnson Burners. 

gns BANKHEAT If you want a franchise of which to be proud, find out if 
ail- oT BURNER there’s a Johnson dealership open in your territory. We'll 
En- is ideal for conversions and gladly tell you. 





; for a wide range of domestic 
atic and industrial installations. 


lter 
S. T. JOHNSON CO. 


: 940 Arlingt ’ if. 
Builders of fine Oil Burner Equipment since 1903 yo ae aatie ima ae 





























Have you tried |W TRANSITE FLUE PIPE 


for venting coal and oil burning equipment? 








ye a flue pipe developed specially for 

venting coal and oil burning domestic heat- 
ing equipment. An asbestos-cement product, tt is 
completely rust-proof. And, because IW Transite 
Flue Pipe is integrally waterproofed, it stubbornly 
resists corrosive fumes and weather. 


—_ 


IW Transite Flue Pipe is easy to install, too-- 
light in weight, needs few supports, and you can 
cut it to fit right on the job. 2’’ to 12” diameters; 
with a complete line of fittings. 

For full details, write Johns-Manville, 22 East 
40th Street, New York 16, New York. 


Approved by the Uniform Building Code 


LTA ILLE 











FOR VENTING COAL AND OIL BURNING EQUIPMENT 
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Ration Amendments 


SINCE THE LAST ISSUE three additional 
‘amendments to Ration Order 11 have 
been made effective: 


Amendment 56 


This amendment provides for the re- 
newal of rations for heat, hot water, or 
both, for the ensuing heating year, Sep- 
tember 1, 1945, through August 31, 1946. 
The renewed rations will be issued gen- 
erally in Class 4B, 5B or 6B coupon sheets. 
Application for the ration will be made on 
OPA Form R-1167 (Revised). 

Since the amount of fueloil to be avail- 
able for civilian use during the 1945-46 
heating year is expected to be approxi- 
mately the same as was available for the 
1944-45 heating year, the renewed ration 
will generally be the same as the basic 
ration issued during the 1944-45 heating 
year except that the extra amount given 
to residual oil users will not be renewed. 


A change has been made as to non- 
portable space heaters. The District Di- 
rector after receiving approval from the 
Deputy Administrator for Rationing may 
issue an order removing the floor area 
limitation for such space heaters in any 


MONARCH 
BURNER 





low a priority is applied. 


ties. 


strainers. 


MONARCH MFG. WORKS, INC. 


E. WESTMORELAND & SALMON STS., PHILADELPHIA 34, PA. 


80 






Accessories 


NOZZLES: Production is at the highest rate 
in our history, but quantity orders, even 
with AA-1 ratings, must be placed well in 
advance of required delivery dates. Emer- 
gency orders for one or two nozzles are 
being shipped immediately regardless of how 


AIR CONES & STABILIZERS: Quantity orders 
can only be accepted with AA-1 ratings as 
castings are unobtainable on lower priori- 


REGULATING VALVES & STRAINERS: Immedi- 


ate shipment of a few models of piston and 
double diaphragm valves and suction line 


Write for New Catalog D 


part of the area under his jurisdiction. In 
that case the ration for such space heaters 
will be the amount shown in Table IX. 


It is desirable that consumers deposit- 
ing their newly issued coupon sheets with 
their dealers and suppliers know at that 
time the gallonage value of the coupons 
not yet detached from their previously de- 
posited coupon sheets. It is, therefore, pro- 
vided that the receipt which the dealer or 
primary supplier is required to issue to 
the consumer contain this information. If 
the information is not readily available at 
the time the receipt is issued, he must, 
within seven (7) days thereafter, state the 
information in a notice to the consumer. 


The alternate signature sheet to be used 
when a consumer fails to sign his coupon 
sheet before depositing it has been revised 
to eliminate the date the coupon sheet was 
received from the Board. The Board will 
insert on the coupon sheet the date of its 
issuance. 

The provisions for the deposit of cou- 
pon sheets have been further amended 
to permit the issuance of a court order 
directing the return of coupon sheets by a 
dealer or primary supplier who violates 
these provisions. 




















TROL STANDARD 












plants out of ten. 
Barometric Draft Control ELIMI- 
NATES this waste. How logical, 
then, for the few dollars in- RESPONSIVE 
volved, to make a FIELD CON- 
EQUIPMENT 
on every heating installation. 
Write for the facts today. 





FIELD CONTROL 
MENDOTA, ILLINOIS 


Since it is not desirable to permit a 
dealer or primary supplier to make appli. 
cation for rations for his customers. it i 
provided that he may not directly or in. 
directly apply for a ration as the agent of 
another person except in certain limited 
cases. 


Amendment 57 
PRESENT REGULATIONS 
A ration may not be issued or used for 
surfacing or maintaining roads or laying 
dust on roads. 


CHANGE AND REASON FOR CHANGE 


1. To permit the issuance and use of a 
fueloil ration for these purposes, except 
in the states of Washington and Oregon, 
only if (a) the fuel to be used is that 
commonly known as “Slow Curing Road 
Oil No. 1, 2, 3, 4 or 5” (SC-1, SC, 
SC-3, SC-4 or SC-5) and (b) the appli- 
cant is a federal or state agency, a politi- 
cal subdivision of a state government ora 
person, pursuant to a contract with any 
of these, performing the work for which 
the ration is sought. 

2. To prohibit the issuance or use of a 
fueloil ration for the production of pav 
ing material or dust palliatives unless the 


DRAFT 
CONTROL 


HERES YOUR 
ANSWER... 


A Field OR WARP “=<5) 
QUICKLY 








FREE SMOKE 
PASSAGE - 
It’s the famous FIELD design 
— the most sensitive, most 
accurate, most durable droft 
control manufactured today. 
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mit a 
It is 
I in. Perm anen f, Pos twear pany’s marketing division have 
nit of read this advertisement and agree 
it is a fair and conservative out- 
nited SALESMEN’S OPPORTUNITY line of an opportunity. It is a com- 
petitive field, and the work will be 
varied and interesting, but not at- 
OPEN NOW tractive to anyone looking for a 
“pushover”. 
Every response to this adver- 
for Four or five men with heating or heating and power plant work tisement will receive executive 
ying combustion backgrounds are want- coupled with sales ability is what Consideration. No inquiries will be 
ed at once by an equipment manu- ___ the job requires. made until after an interview has 
facturer for trade-contact market- The Company that wants these provided a basis for such inquiry 
xE ing work in established territories. men is old and well established in and the applicant has authorized 
Selling ability and experience are _ this field. It is respected, progres- it. Interviews can be arranged at 
of a essential. Knowledge of, and liking sive, well financed, and is current- practically any time and place, 
cept for, mechanics or engineering will ly planning further expansion and - will - requested on the basis 
oi be very helpful in this work. progress in its products and mar- © Persona _and business wena 
Bon, The type of man most likely to kets. These plans definitely in- ©"C¢ data in the responses re- 
that be successful in this particular clude aggressive promotion and ceived. It is requested that such 
oad work could be a technical school marketing to re-inforce the per- data be complete and _ specific 
0.9 graduate who has had a couple of _ sonal efforts of its representatives. enough to provide an informative 
- years or more experience in sell- The line is already well known outline. 
pli: ing heating equipment, power tothe trade and the public and has 
liti- plant specialties, combustion con- an enviable performance record Box 502 
trol equipment, stokers or oilburn- and users’ satisfaction of many 
en ers segs een distributors and, years standing. This line is now in FUEL OIL & OIL HEAT 
any or, installing contractors. How- process of further refinement and 232 Madison Avenue 
ich ever, a college degree is not a first expansion. Its market is interna- 
essential. A practical working tional and growing. New York 16, N. Y. 
es knowledge and some experience in All the men now in this com- 
av 
the é 
Give your postwar oil burners 
this extra sales feature 
G-E ignition transformers are remarkably effec- 
tive in reducing radio interference. The Class E 
design (electrostatically balanced) has the mid- 
point of its high-voltage winding grounded, and 
a grounded electrostatic shield is incorporated be- 
tween the high- and low-voltage windings. 
Remember, too, that these transformers provide 
an unfailing high-voltage arc—even igniting oil in 
an ambient as low as minus 10 C when the line 
voltage is only 70 per cent of normal. They also 
deliver ample current to overcome such conditions 
as cold spark points, and oil film on these points. oo 
A wide choice of mounting features makes instal- — 
lation easy. - 
Add them fo your list of design ““musts”’ 
Bulletins GEA-912D, GEA-2587, and GET-1004 
will bring you complete design and product data 
to add to your file of ideas for postwar improve- 
ments. General Electric Company, Schenectady 5, 
New York. 
Te] inate}. 
TRANSFORMERS 
a 8 i 











Petroleum Administration for War has 
granted the applicant a currently valid ex- 
ception to this restriction under Petroleum 
Distribution Order No. 13. However, in 
all states within the limitation area except 
Washington and Oregon a ration may be 
issued and used to acquire the above men- 
tioned “Slow Curing Road Oil” for mak- 
ing such products without approval from 
the Petroleum Administration for War. 


Amendment 58 


I. PRESENT REGULATIONS 
The regulations generally prohibit the 
issuance of a ration for fueloil burning, 
cooking or water heating equipment if 
the applicant has a standby facility. 


CHANGE AND REASON FOR CHANGE 

To permit the issuance of a ration for 
domestic cooking and hot water for the 
period May 1 through September 30 of 
each year, even though the applicant has 
a standby facility. Similar provision was 
made for the last two summers. 


II. PRESENT REGULATIONS 
Upon the expiration of certain rations 
the consumers are required to surrender to 
the Board the coupon sheets issued for the 


ration. No such requirement exists for 
consumers who have ration bank accounts. 


CHANGE AND REASON FOR CHANGE 

To require ration banking consumers 
whose rations have expired to pay their 
ration debts and surrender to the Board 
a check for the balance of the expired 
ration within twenty days after the ration 


expires. 
© 
Filtered Fuel Oil Corp. 


Plans Tidewater Terminal 


FILTERED FUEL OIL CoRP., Brooklyn fuel- 
oil distributor, has bought the property 
known as Simpson Docks on Flushing 
Bay, Long Island, and will erect a large 
storage terminal as quickly as priorities 
can be obtained for the necessary ma- 
terials. Leon A. Serota is president of the 
Company and Samuel H. Krone, trea- 


surer. 


H. G. Schad has been elected vice presi- 
dent of The Atlantic Refining Co., Phila- 
delphia. He is also a director and general 
manager of transportation. 





Predicts 90,000 NYC Homes 


CONSOLIDATED EDISON CO., New York, has 
predicted that 90,000 one- and two-family 
houses will be built in New York City 
and Westchester County by 1954. The 
utility company has a postwar program to 
make these structures “completed homes,” 
that is, buildings initially equipped with 
all modern conveniences of living. 


SMALL HOMES COUNCIL, at the University 
of Illinois, has issued a new bulletin on 
Financing the Home” for distribution to 
consumers. It outlines the costs involved 
in building a home, and the methods of 
payment. Tables provide a means of esti- 
mating the amount that can be spent for 
housing by families of varying incomes. 


SMOKE PREVENTION ASSOCIATION _ of 
America, Inc., Chicago, has issued a 
“Manual of Instructions on Proper Fir- 
ing Methods in the Interest of Fuel Con- 
servation and Smoke Elimination.”’ The 
text matter is largely devoted to ways and 
means of firing coal, by one article on 
“Some Practical Data on Fueloil and Its 
Combustion” was prepared by R. J. 
Bender, Fueloil Engineer. 








“EDCO” PRODUCTS ARE 
WORTH WAITING FOR! 


Right now, “EDCO” production is 
bigger than it ever was in peacetime. 
Due to the ever increasing demand for 
“EDCO” Pumps, Pressure Regulating 
Valves, Pipe Line Strainers and Spray 
Nozzles by our Armed Forces, there is 
nowhere near enough left to meet the 
civilian demands — but they will be 
worth waiting for. 

“EDCO” products have been good in 
the past. They will be better in the 
future—proved on the battle fronts of 
this war. They'll have still greater 
dependability assured by the vast ex- 
perience and unusual exacting manufac- 
turing standards which are adhered to. 

With Victory and Peace, “EDCO” 
production lines will keep right on pro- 
ducing trouble-free accessories to help you build the better 
world for which we are all fighting. 








Fig. 246 


Have you received our new Spray Nozzle Bulletin #2046? 
“Specify EDCO Products on Your Next Order.” 


EDDINGTON METAL SPECIALTY C60. 


P. O. BOX K, 


EDDINGTON - PENNA. 




















DEVELOPMENT 
ENGINEER 


One of the most progressive firms in the heating and air 
conditioning fields—old, well-established, well-financed— 
requires the services of an expert development engineer. 
This man will probably be in his late thirties or early 
forties, will be familiar with old heating and aircondition- 
ing equipment, will have designed modern equipment and 
be full of ideas on the kind of heating and airconditioning 
devices that will sell. No screwy, fantastic, so-called “post- 


war” 


ideas, but sound, streamlined, progressive designs 
that will work. We are an aggregation of go-getters, yet 
pleasant to get along with. A great opportunity for the 


right man. 


Box 503, c/o Fueloil & Oil Heat 


232 Madison Avenue New York 16, N. Y. 
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GENERAL CONTROLS 
MAGNETIC LEVER VALVES 


Available Normally Closed 
and Normally Open 


The lever action design of the K-10 gives it six times the 
power of an ordinary solenoid valve. This feature assures 
high seating pressure and overcomes the effect of viscous 
fluids such as heavy fuel oil. Steady pulling power of the 
solenoid insures positive operation. Suitable for pressures 
up to 250 Ibs. 












Internal lever 


port without 
disturbing 
satiit piping set-up. 
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2-wire — Current failure — Packless — Lever action — Bronze- 
brass body—Brass or stainless stee! internal parts. 








Request Catalog 52B 


801 ALLEN AVENUE GLENDALE 1, CALIF. 





assembly can be 
removed through 


CONTROLS 
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TOTALLY ENCLOS2 eo 


SHADED POLE A. C. 


MICROMOTORS 


HEY’RE not restricted to fan duty, for 
they have an enclosed forced air cool- 
ing system. 

You'll find Redmond shaded pole Mi- 
cromotors suitable for applications which 
many other motors of comparable power 
can’t handle. : ' 

If you build heaters, air-conditioners, 
ventilators, agitators, small pumps, 
ranges, butter churns or similar items 
that require motors up to 1/25th horse- 
power, get in. touch with the Redmond 
Company today. Ask about the Type ‘‘T”’ 
Micromotors. 


“ COMPANY, INC. 
OWOSSO, MICHIGAN 


Composite view of 
Redmond facilities 











FACTORY BRANCHES: PHILADELPHIA * ATLANTA * BOSTON * CHICAGO * DALLAS 
KANSAS CITY * NEW YORK ¢ DENVER * DETROIT *« CLEVELAND * PITTSBURGH 
HOUSTON ¢ SEATTLE *« SAN FRANCISCO *¢ DISTRIBUTORS IN PRINCIPAL CITIES 
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BECAUSE BLACKMER 


2170 CENTURY AVENUE 





“BUCKET DESIGN” 

MEANS SELF-ADJUSTMENT FOR WEAR... GASOLINE 
ECONOMY YOU NEVER EXPECTED CRUDE OIL 

ae runes fini a 

50 to 750 G.P.M. 35-50-90 G.P.M. 1% to 25 G.P.M. FUEL OIL 

Single or twin Double bearings Barrel or tank LUBE OIL 

Write for Bulletin No. 102—Pumps for the Petroleum Industry. N APHTH A 

BLACKMER PUMP COMPANY 


GRAND RAPIDS 9, MICHIGAN 


Pikeman 

















Readers Prollems 


ELECTROL OF MARYLAND, INC. 
Catonsville 28, Md. 


Editor: 

Just finished reading Readers Problem 
in February issue signed C.C.C., Joplin, 
Mo., and your solution. Taint gonna work 
and here’s why. 

Today no boiler manufacturer is mak- 
ing an opening for an Aquastat in the 
proper location. To prevent a tankless 
heater from causing steam in a steam 
boiler during the summer months it is 
necessary to get the Aquastat in the boiler 
circulation and I know of no way to do 
this but as follows. 


Put a surface Aquastat on the return 
circulating leg of the tankless heater about 
six inches above the elbow below the heat- 
er, as my attached diagram shows (Diag. 
1). Set the Aquastat for 110° and let it 
stop the burner. If the water heater is not 
hot enough to give the desired tempera- 
ture hot water, set the Aquastat 10° high- 
er; repeat this until you arrive at the de- 


Diag. 1 


Boiler Sy “e 
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sired temperature for the boiler water. 
You will thus get the maximum heater ca- 
pacity and no steam from the boiler, even 
in a vacuum heating plant. For hot water 
heating plants this is the best location for 
an Aquastat, and no other limit control 
is needed. This Aquastat location should 
not be used where a storage tank is in- 
stalled. The supply and return piping be- 
tween the boiler and the tankless heater 
must, of course, be the full size of the tap- 
pings in the heater shell. 
JONATHAN DIXON. 

Boiled down, our advice to C.C.C., 

Joplin, Mo., was to try to get rid of the 
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REBUILT 
EXCHANGED 
REPLACED 
Send for our cataleg of 
oil burner supplies 
ABC EXCHANGE 


224 Bassett St., New Haven 11, Conn. Tel. 7-5767 
OTe Leniiiiiiiiieliiiiiiiiiieltiiiiiiiiteltiiit 


trouble of radiators heating in summer by 
installing the surface-type boiler tempera: 
ture control on the hottest part of the 
steam boiler, and setting it at the point at 
which the boiler water simmered (but did 
not generate enough steam to heat the 
steam piping or radiators) when this con 
trol stopped the burner. We indicated ad- 
vantages might be gained by installing at 
the proper location an adjustable-differ- 
ential immersion type temperature con: 
trol, instead of an ordinary surface type 
control. It was indicated the principle is to 
stop the burner before the boiler generates 
enough steam to heat any radiators, and 
start the burner again before the boiler 
chills sufficiently for too-cool hot water to 
come from the hot water faucets. 
Although many equipment dealers and 
manufacturers disagree with Mr. Dixon, 
he presents ideas that deserve considera: 
tion. His method will save fuel, probably, 
by causing the boiler temperature to be 
lower when no hot water is being drawn 
than when there is a heavy water heating 
load. With excellent circulation through 
the tankless heater and no hot water be- 
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TOLL 


Immediately Available 


Well known manufacturers’ 
years selling experience in New England wants addi- 
tional heating accessories to promote and sell to manu- 
facturers, jobbers, and dealers. 


Located in Metropolitan Boston with facilities to carry 
stocks for direct shipments to New England customers. 


Write to Box 505, c/o Fueloil & Oil Heat, 232 Madison 
Ave., New York 16, N. Y., telling me what you have 
to be sold to the heating trade in New England. 


representative with 20 
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Get FUEL-SAVING FACTS with this 
modern COMBUSTION TEST SET 


Cooperate with our government’s National Fuel Bfi- 
ciency Program and build your reputation for expert, 
fuel-saving service ... by using these practical in- 
struments to make efficiency tests of heating plants. 

The easy-to-use FYRITE quickly indicates CO* 
in the flue gas, thus showing whether the fuel re- 
ceives the proper amount of air. The Stack Ther- 
mometer test shows how well the furnace absorbs 
the heat of fuel burned. The unique FIRE Efficiency 
FINDER correlates CO? and stack temperature 
readings to show at a glance preventable chimney 
losses. The handy dry-type DRAFTRITE {gauge is 


indispensable for properly adjusting the draft. 
For prices, and complete particulars about the Fyrite Com- 
bustion Set, write for Folder 4401. 











HEATING SERVICE DIVISION 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


7000 BENNETT STREET 





PITTSBURGH 8, PA. 























HELPS FOR OJL BURNER, 
HEATING and 
AIR CONDITIONING MEN 


The articles and other items listed below have proved of great 
value to members of the heating, air conditioning and oilburner 
industries, doing all kinds of work. Many have been sold, and 
more are available at the prices listed. SEND FOR YOUR 
COPIES TODAY! 


“Eliminate Condensation from Walls & Attic’? (Discussion of 
propients of house instilation) a. «cas cusicdcs oc naeeueswen 20c 

‘“‘Header Connecting All Boiler Sections Necessary to Prevent 
Summer Steaming’ (Good hints for summer hot water 


EMRE cc. shaw wncisW:die vide ecciec Lace dutnpne Hee aera 10c 
“The Degree-Day—What It Is and How to Use It’’........ 10c 
“Pump Hum—lIts Cause and Cure’ (The best thing of its 

Kind ever published atfywhere)) 3.\...0.06 cs opsclecneeds ic 10c 


“Complete Burner Service Includes Precautions Against 
Trouble’ (This is extremely valuable in planning service 


PURE a5 aa aloe Tortel Sis OWE ccoe dak aE ON EE ae 25c 
“It’s All in the Venting’? (How to balance a steam heating 

system with venting valves) ...... ial aiatict edna ol ae Araneta a Stara 25c 
“Oil Fuel in 1960?’’ (A survey of oil reserves) .............. 10c 


“Where Do You Set Your Aquastat?”? (Analysis of cost to 
heat water directly at various boiler water temperatures) 05c 

“Directory of 1940 Self-Contained Room Coolers, Attic Fan, 
and Blowers” (Complete specifications, capacities, etc., in 
the only Directory of its kind that has been published) ... 25c 

“Directory of 1941 Oil Fired Water Heaters’? (Gives com- 
plete data on capacities, type of burner, oil used, flue size, 


Waret COMMECHIONE.. C163) ois.c cc as ct ct 6s be deb ebene we 25c 
“Sell Attic Fans for Summer Cooling” (Survey of benefits from 
SEU STAM GAO eck oe hbas ce hacouhs eee cee tc ded aoe 15c 
“Block That Loss’? (Discusses firing rates under wartime 
SOMCMMONON 6 o's 2085 sitka wen se Sa ole cia eee 05c 
“Profits Mandatory” (An analysis of company operations in 
the hhowse trisulating business) «... 6. cccccevicccddwcceen 10c 
“How You Can Insure Hot Water” (Valuable hot water 
MOONS GNCIIO RN 4. 55% 5:55 eousaadlewndweestand nc maton, 10¢ 


“Brass Tacks of Combustion Testing” (Gives complete, illus- 
trated causes for low .CO2 and _ high stack temperature, 
with practical suggestions for finding them and curing 


them. Widely praised by the industry) .........%...... 25c 
IMPORTANT: Money, check or pow order must accompany all 
orders. 


FUELOIL & OIL HEAT 
232 Madison Ave., New York 16, N. Y. 
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LIKE AN EXTRA 
DELIVERY OF OIL 


Coupon free 


at a profit to YOU 





Every time you get one of your 
customers to line the combustion 
chamber of his oil-fired heating plant 
with B&W Insulating Firebrick, you 
are actually making him a handsome 
present... in these days of precious 
fuel coupons. . . a present that costs 
you nothing—makes him your lasting 
friend. 

The fuel he will save can soon 
amount to a typical fuel delivery. 

B&W Insulating Firebrick saves 
fuel because it keeps heat IN the 
firebox, raising it to efficient burning 
temperature quickly, answering the 
call of the thermostat with new 
promptness. In doing so it also re- 
duces soot, odor, burner tip coking— 
even furnace roar and reverberation. 


THE BABCOCK & WILCOX CO. 


Refractories Division 
85 LIBERTY ST. NEW YORK 6, N. Y. 
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TWO OUTSTANDING 
FUEL OIL FILTERS 








hauled this summer. 


By General 
DEALERS 


Include a General Fuel Oil Filter with every burner over- 
You’ll make money and your cus- 
tomer will thank you. Complete stock at all leading jobbers. 


Write us for name of your nearest jobber. 
De Luxe 
Model 2A300 

General Filters, Inc., 14435 Grand River Ave., Detroit 27, Michigan’ 


Listed: Reexamination Service, Underwriters' 


Low Priced 
Model 1A25 





Laboratories. 
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No water heating load 
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ing drawn (Diag. 2), in an effort to ob- 
tain maximum tankless heater tempera- 
ture the Aquastat may be set at 180° on 
some installations, and as a result the boil- 
er water will be somewhat hotter, perhaps 
195°, when the burner stops. Following 
this there may be a heavy demand for hot 
water, which results in decidedly cool 
water coming from the bottom of the shell 
of the tankless heater (Diag. 3) and in an 
effort to keep the temperature 180° at the 
Aquastat location, the burner may run 
steadily and generate enough steam to 
heat the radiators in summer. On many 


GILeo 
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installations where there is a heavy water 
heating load, the boilers will steam when 
hot water is being drawn for prolonged 
periods even with Aquastats at Mr. 
Dixon’s location set as low as 140°, for a 
rapid flow of cold water into the coil of a 
tankless heater chills the shell greatly. 


Diag. 4 suggests installing a tempera- 
ture control in the steam main, a few feet 
from the boiler, to be connected in series 
with the Aquastat set at Mr. Dixon’s lo- 
cation, and set at about 160° so that it 
will stop the burner in summer at any 
time when the steam mains tend to heat. 
Using this additional control and setting 
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Heavy water heating load 























Mr. Dixon’s Aquastat as low as will give 
properly heated water, may give the fuel 
economy he apparently seeks to gain when 
he tries to avoid using a control arrange: 
ment that will at all times keep the boiler 
water as hot as possible without its sim: 
mering so much, at the end of a burner 
run, as to heat the steam mains and radia- 
tors. 
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Q. In testing oil pumps and other equip 
ment, we have regarded 30” mercury as 
a perfect vacuum. But on hooking up spe 
cial pumps to U-tube manometers in the 
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Help Us to Help You 


Order Your Water Level Controls 
Now, for Fall Delivery 


It takes 3 to 6 months to get material. 


NEWARK CONTROLS 


BLOOMFIELD, N. J. 
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BALLOFFET wozzies 
wow By DELAVAN 


Delavan has been exclusively 
licensed (under the Balloffet 
patents) to manufacture and 
sell Balloffet nozzles. De- 
liveries are now being made 
as rapidly as our war produc- 
tion permits. Send in your 


orders NOW. 








Sales Engineering Representatives 


Balloffet Dies and Nozzle Co., Inc., Guttenberg, N. J. 
Delavan Engineering Co., Des Moines, la. 
Garland-Affolter Engineering Corp., Seattle, Wash., Portland, 
Ore., San Francisco, Calif., Los Angeles, Calif. 

B. A. Peterson Co., Dowagiac, Mich. 

Rocke Internaticnal Corp.—Export., New York, N. Y. 
Charles B. Soper Co., Boston, Mass. 


DELAVAN Engineering Co. 
e 














DES MOINES, IOWA 








FIELD MEN | 
WANTED 


BY A PROMINENT OIL BURNER 
MANUFACTURER 


If you are a wholesale oil heating man 
with a good sales record—here’s the op- 
portunity of a lifetime. We need several 
new Factory Field Men—one for New York 
upstate—one for Eastern Pennsylvania, 
Delaware and Maryland—one for Virginia 
and North Carolina—one for Eastern 
Massachusetts, New Hampshire and Maine 
—and men for other states too. 


Our men are well paid, backed by a top- 
notch advertising campaign, and our post- 
war line of oil burners and oil-fired units 
will sell like hot-cakes the minute restric- 
tions are eased. 


The men selected for these jobs will be- 
come part of a fast moving sales cam- 
paign—will have the opportunity to really 
cash in on the oil heating boom that is 
just around the corner. These _ are 
permanent jobs, and the manufacturer is 
one of the leaders in the industry. Write 
your full story, enclosing photo to Box 
504, c/o Fueloil & Oil Heat, 232 Madison 
Ave., New York 16, N. Y. 














FITZGIBBONS 


A record we prize — the continuous manufacture of steel 
boilers for heating since 1886, now supplemented by the 
production of fighting equipment with such efficiency as 
to earn the “Army-Navy E” And a modern plant that will 
swing back to steel boilers when the nation’s building 
program needs them. 


Fitzgibbons Boiler Company, Inc. 101 PARK AVE. NEW YORK 17,N. Y. 
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And Keep It 
Out With 


AUTO-VERT 
AIR ELIMINATORS 


CIRCULATION TROUBLES? 








Don’t fight air pockets or traps in hot or cold circulating 
lines! “Get that air out of there” and keep it out simply by 
installing the No. 7 Maid-O’-Mist Automatic Air Vent. This 
reliable air vent has a self-clos- 
ing float-controlled valve and is 
designed especially for circulat- 
ing pipe lines, convecior radia- 
tors, unit heaters, cooling mani- 
folds, tanks, diesel engines, or 
any other application where air 
pockets or traps retard the free 
circulation of liquids. For pres- 
sures up to 75 lbs. Bright brass 
finish. 


APPROVED FOR NAVY, MARITIME 
COMMISSION AND ARMY USE 








Venting Trapped Mains 
and Circulating Lines 
















7CRUTO 


va a? 


“HUMI 


ROAD 
ILLINOIS 


3221 NORTH PULASKI 




























Highest Quality joined with 
Accuracy and Workmanship--- 
Resvonsibility gives you great 
Satisfaction and fullest 
Confidence towara our 


HARSCH Nozzles! 


H. HARSCH & CO., INC., 230 TUSCAN ROAD, MAPLEWOOD, N. J. 








shop, we arrive at readings higher than 
30” mercury. We had a reading of 301%” 
mercury, for example. Now we wonder if 
a better pump could pull still higher read- 
ings, say up to 31” or 32” mercury. 


J.R.M., Port Washington, N.Y. 


A. For ordinary testing of commercial 
water pumps, oil pumps, etc., 30” mer- 
cury is commonly regarded as a “perfect 
vacuum,” and the inexpensive gauges used 
in connection with such pumps read no 
higher than 30”. Special laboratory pumps 
pull higher vacuums, however, when the 
atmospheric pressure is above 30”. There- 
fore when using such pumps you must 
check a barometer to find out what is the 
atmospheric pressure and what is the 
pump capability compared to it. At sea 
level, for example, you might obtain a 
reading of 30.3” from the barometer, and 
a reading of 30.2” from a manometer con- 
nected to a laboratory vacuum pump do- 
ing its best. You would conclude that the 
pump develops within .1” of a perfect 
vacuum. With the pump performing com- 
parably where the barometer reads 29.8”, 
for example, the manometer connected to 


the pump would read 29.7”. To gauge ac- 
curately the ability of special vacuum 
pumps, barometer readings, as well as 
manometer readings, must therefore be 
taken when the pumps are being tested. 
For oil pumps, you may still regard 30” 
as a “perfect vacuum.” 
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NATIONAL MINERAL WOOL Association, 
New York, has issued a booklet, ‘“Insu- 
lation and Your Home,” priced at 25 
cents, which contains an unusually clear 
and concise explanation of the elements 
that affect comfort in the home, and how 
these factors are affected by insulation. 
All types of insulation, rigid, batt, fill and 
reflective, are discussed. “The More Com- 
fort, The Less the Cost,” the booklet con- 
cludes. 


H. B. SMITH CO., Westfield, Mass., manu- 
facturer of the Smith and Mills cast- 
iron boilers, has issued a folder on “How 
to Handle Heat Generation for Radiant 
Heating Systems.” It presents a study of 
one panel heated home where sufficient 
temperature is maintained on the boiler 


to supply hot domestic service water, 
while preventing sufficiently high tem- 
peratures in the heating system to damage 
plaster. 


RESEARCH PRODUCTS CorRP. has put out a 
new catalog showing the sizes of filters 
and number of each required for forced 
farm air furnaces and air conditioning 
units. 


Book Presents Detail 
Of Exhaust Hood Design 


“EXHAUST HOODS,” a booklet just pub- 
lished by the Industrial Press, New York, 
brings together a series of articles by J 
M. Dalla Valle which originally appeared 
as a series in Heating & Ventilating. Sub 
headed, -“How to Design for Efficient Re 
moval of Dust, Fumes, Vapors, and Gases, 
with Data, Formulas and Practical Ex 
amples Showing Exact Procedure,” the 
booklet is well illustrated with charts and 
drawings of hood design, and provides a 
wealth of technical information on the 
subject. It is priced at $1 per copy. 














domestic, 


Write for 
literature and 
trade price 








PREFERRED 


DRAFT-A-JUSTOR 


The Original. Still the Best. Hun- 
dreds of Thousands in Use. ¢ 
Holds the draft constant in the fire 
box. « Scientific draft control forthe 
smallest to the largest jobs. « Stove, 
and commercial 
from 4” to 24” in diameter. e¢ Indus- 
trial sizes from 24” x 24” to 5x12’. 


PREFERRED UTILITIES mz. con. 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. “ 


sizes 


4, Ohio." 











“WANTED: MECHANICAL AND ELECTRICAL 
ENGINEERS AND DRAFTSMEN— 


We are expanding our engineering department and have open- 
ings for a number of men. We are now engaged principally in 
essential war work but want men for permanent positions de- 
signing and developing new post-war products, such as appara- 
tus for heating, air-conditioning, etc. 


Reply by letter to Chief Engineer, giving experience, education, 
personal data, present employment, draft status and salary ex- 
pected. Perfection Stove Company, 7609 Platt Ave., Cleveland 
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Visco) FUEL OIL HEATERS 


DON’T REPLACE OR INSTALL A FUEL OIL HEATER UNTIL YOU INVESTIGATE VISCO 





The Heater of simplicity—compactness—and easiest 
to maintain. Can be cleaned without removing piping. 


ALL STEEL—NO GASKETS IN THE FUEL OIL COM- 


PARTMENT—BUILT BY— 


Crotty Manufacturing Corp. 


55 West 42nd Street New York 18, N. Y. 


Manufacturers of Forced Circulation Systems. 
Pat. Pending 














MORE FORD TRUCKS 
ON THE ROAD .... on 


more jobs ... for more 
good reasons! 








HAYWARD OIL BURNERS 


ROTARY and PRESSURE 
ATOMIZING TYPES 


Dealer and Distributor 
Inquiries Invited. 


HAYWARD MFG. CO., INC. 


505 COURT STREET BROOKLYN 31, N. Y. 




















FOR POST-WAR BURNER PRO- 
DUCTION, CONSIDER HAGO. OUR 
OUTPUT IS ENTIRELY TAKEN UP 
AT PRESENT—WITH WAR WORK 
—BUT WE HAVE GREAT PLANS 
FOR THE FUTURE. 


HAGO PRODUCTS 
592 Hawthorne Ave., Newark 8, N. J. 

















Bock inne OIL BURNING 
WATER HEATERS 
INTERMITTENT OPERATION 
ELECTRIC IGNITION 


WITH BOTH VAPORIZING AND 
PRESSURE TYPE BURNERS 
lnatlabde in Six Sizes. 
“WRITE OR WIRE TODAY FOR 
COMPLETE INFORMATION 


fold de} ite) 7 yale), 


MADISON WISCONSIN 





_—. 











For correction of 
misalignment, 
takeup of whip, 
backlash, oscil- 
lation surge, 





Be prepared NOW for Siiliass in replacements or installations | 
in AIR-CONDITIONING—OIL BURNERS, etc. 





overload, etc. pat. and pats. pend. Made in 2- and 3-piece units especially de- 
Quiet. Durable. signed for these services. 3-piece shown. All sizes. Wire or Blower wheel 
write immediately for details and prices. ehacte with 


LOVEJOY FLEXIBLE COUPLING CO., ““cutcaco“e TE” tsrel itt 








mfrs. furnish 


L-R jaws in- 
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Proven by 


PERFORMANCE —_ | ONE MON Tt ONLY ——_——-SEASON TO DATE——# 
April 


KRAISSL 





Filters + Strainers * Pumps oi 


for FUEL OIL | 








| 347 

Intelligent engineering is only the | 538 

starting point. Consistent on-the-job | 672 

performance over many years) = ;3¢ 

provides practical endorsement of | 374 

KRAISSL design and manufacture. vit 
55 

Class 72 Strainers and Filters — 95 

Single and Duplex | 523 

types for suction or | 449 

discharge service— pi 

any practical degree 369 

of filtration in units 575 

designed for low | 525 

pressures as well as 643 

up to 500 Ibs. hydro. es 

static test—easily re- | ssi 

movable filter basket 414 

insures quick clean- 327 

Single ing. 158 

Class 60 Heavy Oil Pumps 302 
Standard equip- 621 

ment wherever in- 580 

dependent pump 39 

and motor sets or ae 

booster pumps for 467 

pump-type burners 414 

ore required. 379 

Kraissl-Trumbull 448 

No. 522 Fuel Pump Unit | 668 

Rugged, dependable wall pump 370 

for gravity type oil burners hav- | 543 

ing burning capacity of not | 305 

more than 3 gals. per hour — | ose 

Approved by Underwriters’ | 450 

Labs., Inc. | 269 

829 

Submit your fuel-line problems to KRAISS: 440 

engineers—literature and prices on request. | 534 


THE KRAISSLCOMPANY = **” 
295 Williams Ave., Hackensack, N. J. 





OIL SOOT 
WAR ON WASTE! 


Increase efficiency of oil by es heating gaa 
unit free from excess soot. All oil soot in fire 134 
chamber and flues vanishes instantly when féeor) 
sprayed with E-Z Fuel Oil Soot Destroyer. peigore 
“EASY TO USE— = 
ECONOMICAL TOO!” € 
DISTRIBUTORS: Write for fine proposition. 
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HEALY-RUFF COMPANY, 797 Hampden Ave,, St. Paul, Minn, 


Enclosed find eheck ( ) money order ( ) Send the following prepaid: 


No, | pkg...... $1.00 Name 
Address 
Ne, 5 pkg...... 4,50 City 
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437 
103 
216 
388 
476 
464 
274 
404 
107 
ex] 
451 
448 
470 





DEGREE DAY TABLES 





Percent ° (Sept. 1 to Apr. 30) Percent 
Change* Normal 1944 1945 Change* 
—20.4 Albany 6366 7010 6511 + 23 
—40.5 Atlanta 2967 2847 2950 — 06 

37.5 Baltimore 4410 4420 4161 — i 

27.8 Boston 5605 5865 5390 — 38 
—29.2 Buffalo 6454 6774 6228 — 35 
—13.4 Chicago 5946 6245 5859 — 15 
—36.5 Cincinnati 4861 4869 4736 — 26 
—27.6 Cleveland 5839 6030 5701 — 24 
+12.6 Dallas 2364 2418 2200 — 69 
+38.7 Denver 5513 5589 5361 — 28 
+ 0.5 Des Moines 6191 6267 5875 —- 5.1 
—21.3 Detroit 6250 6417 5898 — 5.6 
—18.3 Grand Rapids 6392 6479 6029 — 3.7 
—32.0 Hartford 5821 6198 4822 af 
+20.4 Helena 7191 7343 7346 2.2 
— 5.6 Houston 1321 1300 1152 —128 
— 9.2 Indianapolis 5304 5301 5120 —346 
— 0.3 Kansas City 4865 5104 5516 +134 
+12.7 Los Angeles 1258 1310 1402 +4114 
—23.8 Louisville 4329 4256 4171 -——°37 
— 9.5 Milwaukee 6615 6820 6565 — 08 
+ 9.3 Minneapolis 7643 7455 7170 — 6.2 

- 9.4 New Orleans 1207 1232 .1072 —11.2 

33.4 New York 5094 5271 4758 — 66 
+ 9.7 Omaha 5922 6236 5648 — 46 

30.4 Philadelphia 4615 «4801-4752 + 3.0 

1 By Pittsburgh 5257 5393 5347) + 1.7 
-—18.8 Portland, Me. 6753 7415 6995 + 3.6 
+17.3 Portland, Ore. 3973 3750 3841 — 3.3 

-26.2 Providence 5701 5690 5302 — 7.0 
— 9.5 St. Louis 4514 4623 4554 4+ 09 
+34.0 Salt Lake City 3335 5905 5366 + 0.6 
+17.5 San Francisco 2317 2199 2748 +18.6 
— 8.3 Sault Ste. Marie 8416 8396 8133 — 3.4 
+10.7 Seattle 4256 3839 3939 — 7.4 

16.3 Toledo 5976 6480 6091 + 1.9 

42.9 Washington 4478 4471 4108 — 7.2 


*Compared with normal. 











Manufacturers of Rexoil D j STR | é UTO i S$ ! 


Conversion Burners, Boiler 

Over 60,000 Rexoil Burners 
in service have built an in- 
valuable reputation on 
which you can profit. Be 
sure to get our proposition. 
You're RIGHT with REX- 


OIL! 














Units, Furnace Units and 
Direct-Fired Conditioners 





Qe Cacnrkhs “dae Dtsch! 


REIF-REXOIL, Inc. / 


35 Carroll St. Buffalo, N. Y. 











June 








Write for Detacts 


Tt Steaks “Por Jtsaely ... 


dia 


New York City 


ETTER 


9 | 
BURNERS 


NONE 


On 


Sates 


Paragon Oil Burner Corp. Bridgewater St. at Newtown Creek, B’klyn 22, N. Y. 


Prove PARAGON ce a BEST BUY 


Unsotrcected RESEARCH BUREAU “Zeore 


U. S. Department of Labor 
Fueloil Prices March 


FIELD INVESTIGATORS for the Department 
of Labor monthly check prices of princi- 
pal fuels in several cities in each section 
of the country. Getting retail quotations 
from various suppliers in each market, the 
prices are averaged and published. Those 
in the table that follow were taken Mar. 
15 (cents per gallon) : 


No. 1 No.2 No. 3 

10.40 9.00 9.00 
; 9.00 9.00 

9.70 <i 

9.70 

9.00 

9.00 

9.00 


9.00 
9.50 
9.00 
9.09 
8.93 
9.70 
9.40 


7.45 


Range 
10.60 
10.30 


Boston 
Bridgeport 
Fall River 
Manchester 

New Haven 
Portland, Me. 
Providence 


11.10 
10.30 
10.20 
10.30 


10.10 
10.22 
9.78 


10.40 
10.25 


Baltimore 
Buffalo 
Newark 
*New York 
Philadelphia 
Rochester 
Washington 


** Chicago 
*** Cleveland 
*** Detroit 

** Des Moines 
Milwaukee 
Minneapolis 
Omaha 

St. Louis 

St. Paul 


* EN oy Orleans 
Norfolk 
Richmond 


10.40 


ae” 
11.00 11.00 
-. 10.30 


7.45 
8.55 
8.45 
8.36 
8.50 
8.30 
8.10 
7.83 


hed 
cher 
ees 


7.96 
fe 7.93 
775 


~I 90 I~. G0 ~~ 00 >I 
= I-A OTL OH 
OoOmomoocounwowow 


8.72 
10.00 
10.30 


8.67 
7.30 
7.78 


- wv 
_— 


** Denver 
Portland, Ore. 
*** Seattle 


*Price includes 1% sales tax. 
**Price includes 2% sales tax. 
***Price includes 3% sales tax. 
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New Building Off 40.7% 
In First Three Months 


ONLY 29,000 new non-farm dwelling units 
were started in the first quarter this year, 
compared with 48,900 in the same period 
of 1944, a decrease of 40.7%. This repre- 
sents a drop of 75% from the construc- 
tion started in the first quarter of 1943. 
Of the 29,000 dwelling units, 22,800 or 
78.5% were in one-family structures and 
1,600 accounting for another 5.5% of 
the total were in two-family structures. 
More than nine-tenths of this new resi- 
dential building is being financed by pri- 
vate funds, compared with three-quarters 
a year ago. Because of wartime restric- 
tions on non-essential building, the virtual 
completion of war housing projects, and 
the continued shortages of labor and ma- 
terials, all classes showed marked decrease. 
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ALLEN 
Key Kits 


Key Assortments to fit Hex-Socket 
Screws in the range of sizes the oil- 
burner serviceman needs everyday. 


KEY SET No. 603: This canvas partitioned bag 
contains 11 short arm hexagonal keys which fit all 
screws from and including No. 10 up to and in- 
cluding 114” diameter set screws. List price $1.75. 


JUNIOR KEY KIT No. 604: Seven short- 


arm Allen Keys are included in this strong leather- 
ette envelope. They fit the hex holes of sizes Nos. 
8,10, %”, >A6”, 24”, 7Ae” and 144” set screws and 
Nos. 4, 5, 6, 8, 10, also 44” and 5A.” cap screws. 
List price $0.50. 


KEY ISLAND 


This handy 
key set con- 
tains 14 keys 
fittingallsizes 
of set screws 
up to and in- 
cluding 114”; 
cap screws u 

to 1”; shoul- 
der screws to 
1” and pipe- 
plugs to 1”. 
Container is 
plainly label- 
ed to show 
the correct 
size key to 
use with each 
screw. No. 
615; list 
price $2.35. 


Ask for complete listings of Allen Hollow 


Screw Assortments and Key Kits. 
Address inquiries and orders to Dep’t.M, 


THE ALLEN MFG. CO., 
HARTFORD 1, CONN., U.S. A. 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


Insertions are payable in advance. The rate is 75 cents per( our catalog of all installation accessories and replacement parts for a 
line, with a minimum charge of $4.50 for six lines or less.{ oil burners and stokers. Robert Barclay, Inc., 130 N. Peoria St., Be 
Chicago, IIl. fy 


FOR SALE: OIL BURNER SERVICE CO. Located in New York 
City, unlimited possibilities, fully equipped with a variety of pumps, 
motors, pressuretrols, aquastats, thermostats, relays, relief valves and 
a hundred of other items needed for emergency replacement on light 
and heavy oil. Cheap rent. Write Box 506, c/o FuFLom & OIL 
Heat, 232 Madison Ave.. New York, 16, N. Y. 


@— oi BURNER 


— SUPPLIES 


omc. 


Save Fuel—Save Money. Barclay has complete stock fuel-saving 
devices—furnace regulator sets, temperature controls, draft regu- 
lators, insulating materials, filters, oil burner pumps. Write for 








ALL WEATHER FUEL OIL DELIVERY TICKET SETS for 
Bowser, Brodie, Master Duplicator and Neptune printers NOW 
available for prompt shipment. CHECK YOUR STOCK IMMEDI- 
ATELY and order fom DEGREE DAY SYSTEMS—5102 39th 
Ave., Woodside, N. Y. 


PROGRESSIVE OIL BURNER DEALERS INVESTIGATE- 
First get your local price differential between #3 and #95 oils. 
Figure the savings per thousand gallons then the savings for your 
customers yearly consumption—it will amaze you. Rayfield Gun 
type burners for #5 oil will make these savings and more. If you 
don’t handle these burners your competitor will. Two sizes now 
available—1 to 5 gph and 3 to 12 gph. Good territories open. C. L 
Rayfield Company, 2010-18 So. Halsted St.. Chicago 8, Illinois 


IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY’S EXACTING NEEDS 


< DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 
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